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APPLETON “AA-o1 SERIES 
VENTED EXPLOSION-PROOF 
LIGHTING 


Close-up showing canopy, 
extra-safe multiple “AA-51” 
contact threads, and anti-vibration 
guard with V-shaped metal prong 
before engaging canopy 


notches 


Canopy is securely locked 
against vibration disturbance 
by p tive engagement of 
V-shaped metal prong in 
y sealed canopy 

h. This anti-vibration 
guard may be quickly re- 

ed by hand pressure for 


nance 





ilar in action to canopy guard, 
close-up shows anti-vibration 
cking globe ring to dome 
embly. Metal prong in 
me unit is securely engaged by 
tched globe ring to prevent 
accidental loosening. This anti- 
vibration guarda may be quickly 
ele 1 by hand pressure for 
58 Second ; maintenance 
Relamping 


| - : ° ,? js j j 

A WA va j with (dhl fhe [ea 
— ven vreater standards of 1G) 

Series “AA-51” stand-by units are ‘ 2 

ready at an instant’s notice for oe 7 

relamp'ng... with handles attached APPLETON'’S new anti-vibration guard onall “AA-51” vent 

in advance, ex} losion proof fixtures assures users Of positive protection 

| lue to vil 


Coupled with multi-thread safety design where a 


against spark caused mishaps ¢ ration Conditior 


’ contact chamber permits servicing even wit/ 
on, this new anti-vibration guard demonstrates / 


continuing quality research program to bring you t 
: Al ” 

in electrical products Check these other features f Full Circle Venting 
: U fhese : Porous metal interior and 
of ““AA-51” design leadership and adaptabiliry rr you pecially designed hood 
: dissipate heat evenly and 
safely keep fixture tem- 
y perature down, provide longer 

Sold through franchised wholesalers only lamp life. 


APPLETON ELECTRIC COMPANY 
1704 Wellington Avenue, Chicago 13, Illinois 


nly a screwdriver eeded to 
change units and only 58 E < ; 
econds to climb ladder, change requirements. Write for complete information today 


Also manufacturers of: 
. Automatic Malleable tron 


7 V/ Q 


“ | Reelites . 5 Unilets 
Cleaning fixtures, changing é » r & | ait | Fra 
burned-out lamps, can be ’ . Saou» jm P 
done safely at bench... lt be 1) 


Series Connectors 
preventing costly sine _ 
nutdowns Industrial Lighting Equipment 





yu ct EXTRA PROTECTION 


plus Extra Economy with 
; ECONOMY FUSES 


? r ? 
extra opr 
t A 
rent f 


Complete Line of Fuses 


Nearly 


ELECTRICAL WHOLESALERS 


| ¥F Ss 
SEND TODAY (or your FREE £ y Fuse . RY PURPE . 
Folder No. 3 This handy ze f te ts the nearl 7 FOR EVES EO se 


400 sizes, types and capacit 


ECONOMY FUSE & MFG, CO., 2717 Greenview Ave., Chicago 14, lil, 


January, 1958—ELECTRICAL WHOLESALING 1 





5 QUARE [) COMPANY 


,i_ eevee eguiPMENT 





escommme’’ aivarmo § 











January, 1958 


emo 


TO OUR DISTRIBUTORS 


As we begin 4 new year, it's good to review the past and 
resolve to overcome any basic weaknesses which can slow us 
down in the future. 


1958, undoubtedly » will bring @ greater challenge than ever 
before to the electrical industry: We, who are directly 
connected to this vital industry, must meet this challenge 
head-on. 


The electrical manufacturers and the electrical wholesalers 
must g° "all out" in solidifying and strengthening their 
pusiness relationship. 


The more We analyze the electrical distribution picture, the 
more firmly we're convinced that the time has come for both 
the manufacturers and the wholesalers to be more selective in 
their operations. We believe that the manufacturers should 
limit their product lines to those distributors who will give 

ive and aggressive support to the manufacturers’ over-all 
sale : . Such selectivity can gO 2 long way 1” over- 
coming diluted distribution and in making 2 nanufacturer's 
line more attractive to his authorized distributors: 


We believe, also, that the wholesalers should Limit the number 
of competing product lines they distribute. The time has come 
when the distributors must determine which product lines they 
can best merchandise and then direct their efforts 

accordingly - In other words, it's time for distributors and 
manufacturers to “choose UP sides" -- *° decide which 

teams they want to be on -- then make 4 concentrated effort 

to make their teams successful - Doesn't this make sense? 


sincerely, 


w. Jd. Moriarty 
Distributor Relations Specialist 
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FEATURES 


How realistic’ Times and Trends: ‘Distributors Aren't Down,”’ 
is your policy? “Monkey Business” and ‘A ‘Realistic’ Policy” 


How the. distributor views the future, and two topics to cons 


See how your 
area measures Big Territory, Big Customers, Big Sates Robert S. Bush 


55 000-square-r 


That's what Nunn Electric's three salesmen fa 55.000-sa 


up to this... 


Sales Manager on the Move 
Kendall Electric's Jack Shay corners the ge 


Lighting Competition Winners 


First case study installment of 1957 Internationa 


National Electrical Week 
1957 results will point the way for 1958 


What can you Annual Outlook and Review 
expect for 


5h? 
1958: 1. OUTLOOK FOR SALES, COSTS AND PRODUCTS 
What distributors are saying about 1958 and what 


2. OUTLOOK FOR MARKETS... 
An analysis of the ‘58 prospects for f 
commercial, institutional and deal 


3. REVIEW FOR REGIONS 


A look at electrical distributors’ sales—re 


The Salesman’s Technical Notes . .w. 5. Novak, J. F. McPortland 
The subject this month: Magnetic Contactors 


ELECTRICAL WHOLESALING Goes to a “’Distributor Forum” 


A camera-word picture of a factory sales course for distributors 
y 


DEPARTMENTS 


Credits and Collections Price Index 
Letters to the Editor . ; What's New with Your Customers 
New Products ..... Calendar of Events 

Are the boys Top of the News .. ; People in the News 

being separated ® News for the Industry .. Association News 


from the men? Chuckle of the Month ‘ New Literature 
Business Index ; , od New Products You Can Use 


Sales Aids 125 


NEXT MONTH: 
A roundup and a case study of the distributor's 
—_ hia, changing role in the industrial electronics mar- 
App Cap: ket, an important topic for wholesalers who are 
es interested in getting into the picture. 
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Credits and Collections 


Whether you've already broken them, 
or are having a hard time keeping 
them, you're probably tired of hear- 
ing about New Year resolutions by 
now 

Still, we’d like you to listen to ours 
Briefly 


“We resolve to continue giving you 
the best industry sales and manage- 
ment magazine possible . . . to present 
factual articles full of practical ideas 
you can put to work, whether you're 
president, owner, sales manager, in- 
side or outside salesman, counterman, 
price clerk, credit manager, ware- 
houseman or shipping clerk . . . to 
continue making and maintaining con- 
tacts with you in the field in order to 
keep this magazine a vibrant, monthly 
package of indispensable information 
that reflects what’s happening cur- 
rently in this fascinating field of ours 
—electrical wholesaling.” 


And now, to this issue. Here’s what 


awaits you inside 


e If you like a little salt and pepper 
when you're thinking about our in- 
dustry, you'll find an ample supply in 
this month’s editorial (page 36). Top 
satiric humor can be found on page 
37, in one wholesaler’s takeoff on 


some of the “realistic” distributor 


policies you hear about these days 


® How do you make big sales to big 
customers when your territory is as 
big as all of New England? Turn to 


page 3&8 and see 


e Are sales managers chained to 
their chairs? Not the go-get-em guy 


you'll read about on page 42 


e With National Electrical Week 
coming up soon, many distributors are 
casting about for ideas. Check page 
46 for some hints 


e Factory schools? Sales courses? 


Distributor forums? Are they becom- 
ing more popular? You bet. See page 


90 tor one of the latest 


e 1958 sales. Which way will they 
go? We don't hold a soothsayer’s li- 
cense but if you'll turn to page 47 
you'll find the piece de resistance of 
this January. Its EW’s Annual Out- 
look and Review Section 
special report on your selling pros- 
pects for this year. Don’t miss it! 


a 16-page, 


Why don’t you resolve to start read- 
ing this issue—right now? 
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BUILT FOR HEAVY DUTY 
SERVICE WHERE AN EX- 
TRA FLEXIBLE MULTIPLE 
CONDUCTOR ELECTRICAL 
CABLE 1S NEEDED 


JACKET is certified by a registered 
professional engineer to contain 
not less than 67.32% Neoprene 

for maximum protection against 
oil, ozone, sunlight, flame, acids 
and alkalis. A signed certification 
is affixed to each reel 


BRANDED with complete data — 
°name, type, size, number_of con 
ductors, rated voltage — every two 
feet, exactly; makes it the only 
cable that is self-measuring 


SYNCHRO-CURED — vulcanized by 
the exciusive patented BRONCO 
process. This, plus fine stranding 
and special engineering, results 
in flexibility which is absolutely 
unique in cables of this size 


UP TO 36 CONDUCTORS. Bronco 
sl oR Olle dill 10M elae-]0)(-8 Oelal eae) OF-)s)1- 
1s made with from 5 to 36 con 
ductors. It is also made with elec 

igelallome-tall-ilellsl-@e-lale Mamet e-ldlelal-1ay 
types 


COLOR-CODED INSULATION. The 
high quality Buna S insulation 
around the single conductor is 
ole] [ola -leM-lalem-j ea) 0) -1¢ Ml lam-lerele)ael-lalel =) 
with the NEMA code 


ORDER THE LENGTH YOU RE 
QUIRE. IT WILL BE SUPPLIED 
AT NO ADDITIONAL COST 


SALES OFFICES IN ALL PRINCIPAL CITIES 


16 LOCAL AND 3 CENTRAL SERVI 
CENTERS THROUGHOUT THE 
COUNTRY 
TO ANY CITY IN THE COUD 


OVERNIGHT f 


WESTERN 


INSULATED WIRE CO. 
{ - fuactpul ’ »”O 


a 


j ; j tL 
eles al cords and / 


LOS ANGELES 58, CALIFORNIA 
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CONTROL, 
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LETTERS TO THE EDITOR 





Sales Fundamentals 


Dear Sir: 

Your article in the July issue en- 
titled, “Building Accounts from Pea- 
nuts to Profits” is most interesting 
| am wondering if you have extra 
reprints of this article 

We feel so strongly that too many 
newer “salesmen” are lacking in the 
fundamentals which are so aptly des- 
cribed in this article that the informa- 
tion contained therein could be used 
to a very great advantage in a 
program of sales training 

J. H. PARKER 
MANAGER 
GRAYBAR ELECTRIC CO., IN‘ 
RICHMOND 19, VA 


1 would like very much to have 
12 copies of the article . . . entitled 
“Building Accounts from Peanuts to 
Profits.” 
M. C. SHOREY, JR 
GRAYBAR ELECTRIC CO., IN¢ 
DURHAM, N. ¢ 


Technical Tips 


Dear Sir: 

Enclosed find check for two dollars 
for two copies of booklet “Technical 
Notes on Electrical Equipment” re- 
printed from “The Salesman’s Tech- 
nical Notes” series in Electrical 


LEVITON specification grade ee WILLIAM J. NorTON 


INDIANAPOLIS 1, IND 


Switches and Receptacles ei 


Please find enclosed my check . 
Compare Leviton wiring devices under any conditions . . Leviton gives you for your booklet, “Technical Notes on 
oes etuised is : : * af ; “tric H > ” 
the utmost in performance at minimum cost ... with absolutely no compromise Electrical Equipment. 
NEWTON S. RUTTER 
in quality. 


SPECIFICATION CHECK THESE TYPICAL FEATURES 
GRADE Heavily sectioned molded phenolic bases. Valuable Data 


Full gauge straps, completely rust proofed 
INCLUDES and riveted to assemblies. 
, Dear Sir 
peer ’ ’ Plaster ears wide and break-off types. ‘tober 1957 > A 
Lhe ¢ Crepe be Terminal screws with large heads to In the October J! ete. . we 
‘5000” Li , -ommodate No. 10 conductors and backed found a very interesting article on 
) sine ucco 10dé Né ndu : 2g ( 
‘ for quick wiring. page 64 entitled “Consignment Opin- 
Combination Line Individually packed with mounting screws ion Roundup.” 
Lev-O-lock Line earn ne erent wins , We wonder if you could give us 
All switch mechanisms utilize high grade : s nts Digbernr 
Quickwire Line bronze for wide, double wiping contacts. permission to reproduce this article 
: 4 blies riveted for permanence in our plant so that we could send a 
sembpiles ivever Tr pe ad <<. P > 
U-grounding Devices AT] tlets have double-wiping copy to each of our district offices 
. All power outlets have double-wiping ; ; ‘ 
Interchangeable Devices phosphor bronze contact as we believe there is much valuable 
j Meet U.L.. C.S.A. and Federal Specifications. data incorporated in it 
Lev-0-let Line : 
K. H. MELZER 


RAMSEY, N.J 


Pa) } > - 
Samples on Request CUTLER-HAMMER, ‘| N¢ 


MILWAUKEE, WIS 
LEVITON MANUFACTURING COMPANY 
e Permission granted. If you wish to 
BROOKLYN 22, N. Y. “ tJ : S20 
reprint an article appearing in EW, 
cesabie + Retin iCanaia’ Lintiel, Mentead it is necessary, as Mr Melzer has 
tact our subsidiary: AMERICAN INSULATED WIRE CORP done, to write for permission first 
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NOW! NEW! FABULOUS LUXWOOD, FIXTURES 


Another @*04<8 Promotional First 


that’s new and powerful 


FREE OFFER! INTRODUCTORY PRICES! FULL PROFITS! 


hi 5 $1295 ceiling track 
buy thisibeautiful 
fixture 


M1479 reel pulldown 


.. to introduce stunning new 


‘LUXWOOD, 


by MOE Z5xc, 


translucent fixtures of real wood 


> 


Matching LUXWOOD Fixtures ot 
REDUCED INTRODUCTORY PRICES 


Numbe ® 


THOMAS INDUSTRIES INC. 


LIGHTING FIXTURE DIVISION 
Executive Offices: 410 S. Third St., Louisville 2, &.,'. 
Leaders in Creative Lighting 
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Smarty deugned tor today + 


REAL WOOD 
FIXTURES 


Here’s beautiful “Wood-n-Brass” 
LUXWOOD-—real cabinet wood 
fixtures dressed in gleaming pol- 
ished brass . . . matching any decor 
by day, translucent by night—a 
home decorator’s dream of beauty 
come true. 


FREE OFFER 


To spearhead your promotion and 
bring in customers . . . and at NO 
COST TO YOU! 


SPECIAL 
INTRODUCTORY 
PRICES 


Reduced 30 day introductory prices 
to consumers ... and you get your 
FULL PROFIT because you get 
special prices too! 


POWERFUL 
PROMOTION 


This full page—Full Color ad ap- 
pears in April Better Homes & 
Gardens and House & Garden. A 
powerful push behind an exciting 
NEW line. Get in on this huge pro- 
motion TODAY. 


This is Big! Let’s go! 
Special Prices and FREE offer ex- 
pire April 30, 1958. Write, wire, 
phone your Distributor TODAY or 
send in coupon below. 





aying 
right 


ombi 


hours.” Engi 


ngs to meet 


tallations, 


RERS OF ELECTRICA WIRING PRODUCTS 
WwW WALNUT STREET 


pine 12, Vlinots 








NEW PRODUCTS 





Radio-Intercom 
Sound 
& Tulip St 


Progress Guard 
Castor Ave 


34, Pa 


( orp., 


Philade lphia 


Distribution through electrical whole- 
salers to building developers and elec- 
trical contractors of the new Prog- 
Sound Guard is advanced as a 
means to make radio-intercom 
practically standard in future 
Progress Sound Guard 


ress 
units 
home 
construction 
company states, provides flexible, two 
communication between 
unit and up to six remotes, 
tween remotes (see diagram at right) 
Top quality radio (with built-in anten- 
na) provides programming to any or all 
separate volume controls al- 
intercommunication —simultane- 
with programming, fo! 


Way master 


also be 


Stations; 
low 


ously radio 


answering door, 
etc. Telechron clock permits 
pre-selected time control of intercom, 
as appliances Phono attach 
Shielded transtorm- 


moisture, 


monitoring nursery, 


electric 


is well 
ment is included 
against heat and 


All remote stations con 


ers g£Uu ird 
nullify 


nect to 


Static 
four wires for in- 


Installation in either 


master by 
creased flexibility 


old construction is accom 


new Ol 


plished easily with dual package: in- 
stallation kit 
boxes; second kit containing electronic 


and finishing components. Basic pack 


with wires, brackets and 


age includes master, three interior and 
exterior remote A ddi- 


tional remotes are sold separately. En 


one stations 
tire cost is said to put this top quality 
system in reach of average homeown- 
selling feature for 


er, also to make it 


development homes 





Air Filter 
Berns Air King Corp., 3050 N. 
Rockwell St., Chicago 18, Ill 


Company is now marketing an ail 
filtering window unit under the name 
“Pure Air Selector” as part of regular 
fan line. Instead of using fan blades, 
unit uses two blower wheels plus two 
removeable filters. Unit as designed is 
about half size of typical window fan, 
company claims, yet offers four-way 
control of filtered air. Additional ad- 
vantages listed: control of air stream 
angle from ceiling to floor, three- 
speed motor for control of air volume 
Adjustable side panels fit most 
dows, specifications assure 


win 


Door Chimes 
Victor Philip 
Ohio 


Ventilator di The 
Carey Mfg. Co., Middletown 
Visitune” chime line includes 32 
models in a variety of styles, colors, 
prices and tones. Three models com- 
bine an electric clock with the chime 
Commercial as well as residential use 
is suggested for chimes, set for dis 
tribution through wholesalers 


January, 


1958—ELECTRICAL WHOLESALING 


Free-standing Fan 
Hunter div., Robbins & Myers 

Vemphis Tens 

With its 

by the three-point structure, the 

Tripod High-Velocity fan 


14-lb weight firmly supported 
new 
delivers a 
stream of air at cooling velocity up 
to 50% further 


ol same size, company 


than conventional fan 
claims. Design 


boosts circulation of air conditioned 
or heated air by delivering alr stream 
directly against wall or ceiling, while 
“egg-crate” baffle the 
livery kills turbulence, it is stated. Re 
sult is draft-free circulation and 


tive temperature control. 


across air de- 


DOSI 
pe 


Radiant Heat Pad 


Radiant 
NV. ¢ 


Products Inc VUonre 


Kozy Pad offers “individual foot com 
tort inconspicuously at floor level 

Markets packing plants, as- 
sembly and inspection lines, parking 
markets, theatres, 
stations, offices, homes, etc 
Model D-1: Laminated tempered Ma 
sonite, 20x24-in, “¢-in thick, contains 
insulated resistance type circuit; rugged 
6-ft (Type SJ) cord connects to any 
outlet; operates 10-hrs for 2-c in most 
listed, 
hazardous or wet 

cycle, 120-v ac or de, 120-w 


weighs 9-lbs 50-Ibs 


include 


lots, super hotels, 


service 


areas. UI tested safe even in 
Rated 60 


Pad 


locations 


carton of six 


Recessed Fixtures 
Atlas I 
Te rl | Ve k S/ 


lectri« Products 
Brooklyn 6 \ 


New line of square 150-w recessed 


fixtures is available in choice of hous 


with asbestos 


prewired. All 


ings: unwired, unwired 


lining, or completely 
units offer one piece steel frames with 
out weld marks. Easy installation and 


simplified maintenance ire stressed 
° * 
Luminaire 
Sunbeam Lighting ¢ 
Pl., Los Angeles 21, Calif 


lakes the squint out of seeing” 

combination lu 
minaire-lighting system termed “Sight 
Equipment has maximum use 
fulness where indirect lighting system 
higher lamps is 


tagline for indirect 


line.” 
to carry lumen 
required—for critical viewing condi- 


drafting 


‘ 


tions in schools rooms, of 


fices, etc 


Troffer 
Curtis Lighting, In 
38 Il. 


St., ¢ hic azo 
Company engineers have added LBQ 
(low brightness quality) louver fins to 
Eye-Comfort Alzak alumi 


this development is said 


series ol 
num troffers 
to provide high levels of illumination 
with maximum visual comfort and ex 
cellent control of glare (A) ihe new 
LBQ fin parabolic 
section (C) designed to reflect 
onto work 


surtace 
critical viewing 


loc ke d into v-balr 


Cross 
light 


and 


features i 


downward 
from 
Fins are rigidly 


eliminating possibility 


away angles 
(B). 
o! damage due 
installation o1 


to shipping, cleaning 


ipuse 


Fluorescent Lamps 
Electric Co 
ai Bloon fieid \ j 


Westinghouse 


fluores 
their 
T he 


applied by a 


\ new 
cent lamps is 
appearance throughout their life 
black 


type of wire ltead for 
said to improve 
chrome plating, 
special process, reduces any discolora 
tion and improves lumen maintenance 
The 


usual abrasion 


of a lamp protective coating 


withstands un company 


reports 




















~~ 


y, ATION AL HUBBELL 


= cTRICAL oi 


; = be, i, 
WS ancoa TO BE ANNOUNCED 


*S NEWEST PRODUCT 


PHO 9.15, 1958 


euinieats ‘attain, “ospuins: okeimeaas tutta <tomtins) labialis ed iia ee ee ee 


Easy os A.B.C.—just fill in the yellow spaces to spell out 
the name we've picked for our newest product and you'll 
win a sample, free. Do it now! .. . but be sure te follow 
these rules 





HIE|I\CIAITI OlN 
E 

A\BILIE 

N 

D 

T EIRIS 

LIE 


YW 





1. Eligibility: contest open to Hubbell distributors, elec 
trical contractors, electricions, architects or electrical 





consulting engineers 

« Only one sample to a firm 

- All entries must be postmarked no later than mid 
night, Feb. 14, 1958 

« Coupon below must be filled out in full and mailed 
along with o copy of your Compony letterhead to 








BOX 3052 , BRIDGEPORT 5S, CONN. 





NAME 





COMPANY 
NAME 














COMPANY 


ADDRESS E F F | 
city MIA TU \R\E\D 
| STATE U B B E L L 


b 


lel 





SPiS=irlivAimimiv!s!a 

















f 
| HARVEY HUBBELL, INC. 
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Plastic Tape 
Plymouth Rubber Co., Ini 

Mass 

Slipknot +7 


recommended 


just introduced, comes 
considerable re 


to the 


produces 


by 
According 
7ZF-90 


of adhesive 


and 
addition of 


sea§&re h 
maker, 
total adhesion 


base, thus prevents creeping, stripping 


testing 
and vinyl 


or drying out. Other advantages listed 
splices mold easily and hold securely 
works in wider temperature range than 
vinyl tapes. Patented tape 
in each 66-ft roll stores in core 

Sales through 
only 


previous 
cutter 

in can 
distributors 


are electrical 


insulating Compound 
Penn-l Electric Corp 
Pa 


On 


Pliable compound called Penn-Se 
and protects 
nections permanently after it is 
and to fit, maker 
Properties listed: air-tight, water-tight 
acid- and alkali-proof, high dielectric 
strength, not 
harden Penn-Seal is pack- 
-in wide 


cardboard 


nsulates electrical 


on molded States 


does deteriorate 01 


with age 
aged in 5-ft rolls 24% perfor 


ited every 3'2-in tube 


holds SIX rolls 


Cable Fireproofing Tape 
Johns-Manville Corp., 22 I 
Si New York 16, N. ) 


New cable 
nated No 
fore, easy to apply, combines asbestos 
construction with 
tion for flame 
has 


fireproofing tape—desig- 


55—is dry type and there 
silicone impregna- 
and water 


edges fo! 


resistance 
repellence, selvage 
permanence, according to maker 
Product is especially for 
utility and industry use on cables in 
circuits with breakers 


designed 
fast-acting 


Liquid-tight Conduit 
Brass Co 
div., Waterbury, Conn 


{merican Americ 


Vletal Hose 


Sealtite E. F. flexible liquid-tight con 
duit is said to offer—at no extra 

sturdier construction, heavier ex 
truded PVC jacket, with greater re 
sistance to abrasion, oil, Sealtite 
E. F. (extra flexible) permits smalle: 
bending diameters. New convenient 
markings save time, prevent 
company claims. Available in 
non-returnable 


cost 


etc 


waste 
cartons 
or on reels 


January, 1958—ELECTRICAL WHOLESALING 


NM Cable NEW PRODUCTS 


Circle W 
Maspeth, N. ) 





( oppe! colored C irtex non-metal! 
available immediatel 
provides electricians with a 


sheathed cable 
non-flak 
thal 


ing, Cleaner-to-handle product 


to pull through studding, con 
ites. Smooth finish is 
scuffing, and 1 


ttractive 


Casier 
pany st more ré 
sistant to 


idd, more 


Batteries 
Indu viria 


Ine 


New line of Plante lightwe 


Saving stationary Datteries 


for switchgeal ilarm s\ 


control, signaling, emerg 


other 


phone 
light and 


applications 


Switchgear 
Bre i? ( 


Breakers, 
/-T-1 


Variable Transformer 
The Super / rl ( 


€ on 


Br 


New portable power-speed-light ¢ 


Powerstat 


tlage 


a compact low wa 


ideal for laborator\ 
and 
current 
The vari 
enclosed in 

-in high by 3%2-in 
6-ft cord 
with two receptacles and fuse in plu 


Advantage Its 


sembly termed 


inspection, classroom other ap 


plications where requirement 


are l-amp or less able aut 


cast alun 


transtormer, 
inum housing 3 
n diameter, is connected by 


end n keeping outp 


wires away from control point, lea\ 


surface. Delivers 
VA output fron 


phase 


ing uncluttered work 
0-132 


| 20-s 


V -al 132 


Circuit Breakers 


60 cycle. single 


Circuit Breaker 


VUur VUie 
= 


New competitively 
type, fully magnetic 
known “MP” 
characteristics of firm’s original mag 
netic breaker. Breaker plugs in with 
one hand, plug-in design allows it to 
fit load 


cessed 


Co 


pi ced, plug-in 
breaker 


performance 


circuit 


as offers 


center without wobble, re 
metal end 5 
bus bar without damage. Available in 
ratings from 15- through 
Complete line of “MP” load centers 


? circuits will be aval 


jaws on one grasp 


SU0-amps 


trom two to 4 


able 





TOP OF THE NEWS . . 


and its significance to you 





As NAED Paints 
The Picture 


NEMA Members Strike 
Optimistic Note 


Gripes, Anyone? 


IRS Retreats on ‘57 Form; 


Urges ‘Detailed Records’ 


Fighting a Recession 


WEC Announces New 


Executive Assignments 


GE ‘Integrates’ TV- 
Appliance Distribution 





“Less volume and more profit” as wholesalers’ 1958 goal was pre- 
dicted by the National Association of Electrical Distributors’ year-end 
report. (Full text begins on page 96.) This formula, NAED indicates, 
could help the wholesaler “break out of the cost-profit squeeze .. . 
But it will be an uphill climb against a background of intense com- 
petition, retrenchment, greater selectivity on the part of both the 
electrical distributor and manufacturer, and a rash of bankruptcies 
and mergers in the distribution field.” However, NAED declares, 
“The competition in 1958, contrasted to that of recent years, should 
be a little healthier and on a more sensible basis.” Thus “indications 
are that the full functioning wholesale firm will again emerge in a 
stronger position than ever this year.” 


Electrical manufacturing firms expect to turn out over $21 billion 
worth of products during 1958, according to industry executives 
surveyed by the National Electrical Manufacturers Association. Con- 
sensus: dollar volume of output will be 1% higher than in 1957. 
Estimates for product groups: appliances and illuminating equipment 
each up 6%; small gains for building supplies-equipment and genera- 
tion-transmission-distribution equipment; insulating materials and in- 
sulated wire and cable about even; signal-communication equipment 
down 5% and industrial apparatus down 3%. (Details next month.) 


Suggested recently to the Secretary of Commerce: An advisory com- 
mittee to present the wholesale salesman’s problems to the Depart- 
ment of Commerce. 


Such a committee—if and when constituted—might conceivably ask 
Commerce to pass on to the Internal Revenue Service the salesman’s 
side of the expense account squabble, hoping that line 6(a) might 
disappear next year. But, forewarned every outside salesman 
especially—and all others whose travel or other expenses are reim- 
bursed—is expected to supply detailed records or acceptable sec- 
ondary evidence (estimates). IRS Commissioner Harrington points 
out that items like “auto expense: $6,000” or “entertainment: $965” 
would probably bring an agent’s knock 


Both the administration and the Federal Reserve Board are now com- 
mitted to combating the business slide. The Board for some time said 
it would not loosen the credit reins until it saw signs that prices were 
turning down. But as more indicators of business activity turned 
down, the Board eased on credit without waiting for more of a squeeze 
on consumer prices. The Board has done only a little so far to increase 
the supply of credit; it will do more if it thinks the economy needs 
a bigger jolt. The administration’s top economists predict the slide 
will be over in six months. 


Effective January 1, Gwilym A. Price, who has been president of 
Westinghouse Electric Corp. since 1946, and chairman since 1955, 
becomes chairman of the board. Mark W. Cresap, Jr., executive 
vice president and a director since 1955, was elected president and 
chief administrative and operating officer. E. V. Huggins becomes 
chairman of the executive committee and vice president. John K. 
Hodnette was elected executive vice president 


General Electric Co. is in the midst of an appliance-TV distribution 
reorganization. Early last month, GE and its Hotpoint Co. division 
separated responsibility on the sales and distribution level for all lines; 
they have also separated appliance and TV lines at retail in New 
York City. Effective Jan. 1, a new sales and distribution department 
at Appliance Park took over all appliance-TV functions from both 
GEA and Gesco 
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CRESC 


HYVOLT 
SHIELDED 
POWER 
CABLE 


SEMI-CONDUCTING 


TAPE 


HYVOLT 
INSULATION 


CONDUCTOR 
SHIELDING 
TAPE 


CONDUCTORS 


1. Long life 


CRESCENT HYVOLT insulation is made from buty] 
rubber which is inherently resistant to ozone, heat, 
moisture and aging. HY VOLT is formulated and proc- 
essed so as to retain these inherent characteristics of the 
butyl rubber and at the same time provide excellent 
electrical and physical properties. 


The insulation is protected during and after installa- 
tion by an outer neoprene sheath providing a maximum 
degree of toughness, durability and long life. It is flame 
retarding and resistant to the deteriorating effects of 
moisture, sunlight, ozone (corona), oil, grease, and 
many acids and alkalies. 


HYVOLT SHIELDING provides additional internal 
and external protection in these THREE WAYS: 


. Conductor shielding, as provided by a semi-conduct- 
cia tape over the stranded conductors, excludes air 
pockets between conductor and insulation and elim- 
inates possible internal corona-cutting of the insulation. 


2. The semi-conducting tape between the insulation 
and metallic shielding tape prevents possible ionization 


RUBBER- 
FILLED 
TAPE 


GIVES 
MORE AMPERES 

PER DOLLAR 
OF INSTALLED COST 


A 
METAL 
SHIELDING 


TAPE 


LOOK AT THESE ADVANTAGES 


6. Lighter, more flexible, easier to handle and 
cables 


2. Can be operated at 85° C. Permits smaller install than lead covered 
conductors er more amperes per conductor. 

3. Freedom from corona cutting 

4. Excellent resistance to moisture — 8. 

5. Low power factor and dielectric loss 


7. Electrolytic or chemical corrosion of lead 
sheath is eliminated by use of neoprene 


irwiie 
prevents possibility of surface 
Satta wet seimenaitaniaeas Ge tele tae 


of air spaces and corona at the insulation surface. 


3. The metallic shielding tape is grounded when in- 
stalled, resulting in zero potential to ground at the 
Sheath. It prevents surface discharge or burning, and 
protects cable from lightning surges. Reduces shock 
hazard. 


RECOMMENDATIONS 


CRESCENT SHIELDED HYVOLT CABLE is recom- 
mended for use in conduits, underground ducts, in wet 
or dry locations, or buried directly in the ground, for 
circuits operated at over 3000 volts and in accordance 
with I.P.C.E.A. recommendations. Available in single 
conductor or multi-conductor cables. 


Specify CRESCENT SHIELDED HYVOLT POWER 
CABLE for general power circuits and where severe 
conditions are prevalent such as chemical plants, re- 
fineries, paper mills, mines, sewage disposal plants, etc. 
It is approved as Airport Lighting Cable Type B, CAA 
Specification L-824. 


CRESCENT INSULATED WIRE & CABLE CO. 
TRENTON 5, N. J. 
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performance 
on every job! 


A 


We ees BESTA yaa wave PEt Wise, - 


Jape 


pup Shes eg 
et BELTS 


PE THe Wes REISE, CRS rae 


BULL DOG TAPE i 
EYES tox, hae 
for every purpose 


¢ FRICTION ’ 
BULL DOG TAPE goes on fast ... sticks tight 


e RUBBER and stays tight. Splices neatly ... extra strong 
and non-raveling. High dielectric strength for 
e PLASTIC complete all-round electrical protection. BULL 


Ye 98. ‘ 
DOG resists weather and moisture . .. stands 


Bull Dod up longer on the job. Make BULL DOG your 
SS RS : pet tape! 


Sold only 
through verified 


wholesalers 


Another quality product of 


WOVEN HOSE & RUBBER COMPANY 
"BOSTON 3 MASS 


Also manufacturers of Garden Hose + Nozzles - Matting - Stair Treads 
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You can't carry a better line of 
lamps than Champion. The prac- 
tical ‘power of LIGHTmanship 
working to assure your custom 
ers of long bright lamp life gives 
the Champion line special 
strength. Strength to keep both 
oleh) Claaiiacel—lek-lalemeler-lilamaaiialel-re| 
buyers completely satisfied and 
to keep them coming back to 


you —their supplier in your area. 





NOTn 
OF 


NINE YEARS PROVE THAT NOTHING EQUALS 
CURRENT LIMITING ABILITY 


AND WIDE SCOPE OF APPLICATION 


Amp-trap® — Form 600. Provides back up protection for circuit breakers, motor starters and 
distribution equipment. Prevents thermal and mechanical damage from short circuits with 


Runs “cool.” (Ask for Bulletin No. 514-7) 


high available current 


Available in Ampere Ratings of 60, 100, 200, 400, 800 and 5000. Interrupts up to 
85,000 Amperes at 1000 Volts. (Ask for special information ) 


Amp-trap® Form 208 For 120/208 Volt A.C. Circuits. Interrupts up to 560,000 Amps. 
{nticipates and prevents build-ups of heavy fault currents and gives arcing fault protection. 
Runs “cool” because it has very low watt loss. ( Ask for Bulletin No. 514-8) 


Amp-trap® — Form 10] — For 65/130/250 Volt circuits in rectifier. electronic and power 
applications. Built in many ratings such as 1, 2, 4, 5. 7, 8. 10, 12, 15. 20, 30, 100, 150. 
250. 300, 350. 400. 600. 800. 1000. 1200, 1500, 2000. 2500, 3000, 3500, 4500, 5000. 6000, 
8000 and 10,000 Aiaps. Interrupting tests in the highest power ranges show that Form 10] 


becomes current limiting at about 4 times its normal current rating. This has never been 


( Ask for latest bulletin.) 


achieved by any other protec tive device 


Amp-trap® Form 480 — For A.C. circuits up to 600 Volts D.C. circuits up to 250 Volts. 
Made the 480/277 (now 460/265) Volt high power network systems possible. Interrupting 


tests up to 500,000 Amps. prove that this is the only Current Limiter that meets this system’s 
requirements for both interrupting and arcing fault protection. Runs “cool.” 
(Ask for Bulletin No. 514-9) 


When you want to anticipate and prevent destruction from current or arcing faults in all 
general power or electronic circuits, call on us here at Chase-Shawmut. We'll help select the 


right Amp-trap for your particular application. There is one for every purpose. 


®Amp-trap is a registered trade name of The Chase-Shawmut Co. and refers to a current limiting device and herein is 
written Amp-trap 

Amp-trap is covered by one or more of the following patents: 2,557,926; 2,592,399; 2,594,315; 2,599,646; 2,647,970; 2,653,203; 
2,658,974; 2,662,140; 2,665,348; 2,670,418; 2,681,398; 2,703,352; 2,713,098; 2,734,110; 2,734,111; 2,734,112; 2,740,187; 2,740,735; 
2,761,932; 2,770,757; 2,777,033; 2,781,434; 2,794,095; 2,794,096; 2,794,098: 2,794,099: 2,794,883. 
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Cnot fuses) 


Available in Ratings 
from 4, Amp. to 10,000 Amps. 


PROVEN 


The ORIGINAL Current Limiter with ratings up to 5000 Amperes. 


The ONLY complete line of Current Limiters. 


The ONLY Current Limiter that has been proved both in the laboratory and on-the-job 
again and again. 


The ONLY Current Limiter that can interrupt 200,000 Amperes symmetrical over the 
entire Ampere Range. 


The Amp-trap is a true Current Limiter because it stops « 
circuit currents before they become destructive. Fuses « 


high power cir ults, 


ame-traps — -Suabe “0 The Surleh 


THE 
373 MERRIMAC STREET + NEWBURYPORT, MASSACHUSETTS 


© 1957 The Chase-Showmut Co. Subsidiory of |-T-E CIRCUIT BREAKER CO., Philedeiphia, Pennsyivenie 
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‘‘Sealtite solves 
a lot of problems 
at substations’”’ 


reports Mr. Leon Wheaton, 
construction and maintenance foreman, 
New York State Electric& Gas Corporation 


“It's twice as fast to install as 
rigid conduit— and it really stands 
up under heat, wind, rain, snow 
and ice.” 


Sealtite® flexible, liquid-tight conduit resists the 
weather and corrosive conditions that often knock out 
ordinary metal conduit. Wiring can’t be damaged 
Protection is compl te. That’s one reason more and 
more utilities across the country are using this unique 
conduit in plants and substations 

Also—flexible Sealtite saves the time and expense 
of planning, cutting, cornering and fitting rigid con- 
duit. Installations are faster. Sealtite takes up move- 
ment, vibration . .. makes a neat appearance . . . facili 


tates the re place ment of motors and other equipment. 


FOR YOUR CUSTOMERS be ready to supply Seal- 
tite. They Il ask you for the genuine—the quality conduit 
printed “Sealtite” every foot on the cover. Stock both 
types of Sealtite—U.A. and E.F.* Available in black or 
gray—in standard cartons and on non-returnable reels, 
at no extra cost. Free Booklet S-538, gives full informa- 
tion on Sealtite. Write: The American Brass Company, 
American Metal Hose Division, Waterbury 20, Con- 
necticut. In Canada Anaconda American’ Brass 
Limited, New Toronto, Ont. Sealtite is approved by 
Canadian Standards Association 


CUTAWAY SECTION 


7 ux’ : OPPER BONDING CONDUCTOR 
dig”. «5 


substation Ni 


vas Corp ym supervisory Carrie! 
| nt 2] Ss iltite is also used between Insist on the 
t transformers and cabinet, and bs conduit markeoa 
} ] ] 


1 
underground conduits It speeded 


mn materially 3 Connecting automat forced air flexible, liquid-tight conduit 


15.000 Kva transformer bank, Sealtite absorbs 


=" i n of the equipment No cracked an ANACONDA product 





EXPERIENCED HANDS KNOW... 


THERE IS A 


Precision 


Heaviést Gauge 
Beveled Edges 


Wall Thickness 


UL 
Approved EVERY SIZE 


Concrete FITTING 


Tight 
Mlustrated: 2” SIZE 2 through 


4é 
ETP CONNECTORS & COUPLINGS ... PREFERRED & PROVEN BY ELECTRICAL ENGINEERS! “ 
@ Concrete tight! Far surpasses U.L. requirements. ping strength — 66% 
U.L. File Card E24788. 


, R @ Lustrous zinc, heavy plate ish. 
@ One piece solid tubular steel — cannot open or = savy peated Sere 
spread. Sized for uniformity. 


greater snapping strength. 


m Available in 2”, %”, 1”, 1%” (one screw 


Precision rolled thread for 54% greater strip- type) and new 112” & 2” sizes (two screw type). 


CONNECT WITH FOR ECONOMY 


WRITE FOR FREE 
SAMPLES & BROCHURE 


ELECTRIC TUBE PRODUCTS 74-16 Grand Avenue, Maspeth (N.Y.C.), N.Y.- DEfender 5-2000 
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Sell the Remington 


Just squeeze the trigger to anchor wood and metal t 


l r 3 diameter 


concrete or steel. The tool uses %4 Or s 


alloy steel studs and 22 or 32 caliber Remington Powe1 


Loads. No outside power, no pre-drilling!” 

That's your sales story when you're demonstrating 
today’s most modern construction fastening tool the 
Remington Model 455A Stud Driver. And what a story! 


Your customers will be asking 
for these Remington exclusives 


The new Remington Model 440 Captive Stud 
Guard Assembly is designed to prevent free 
flight of studs through the working surface. A 

concept in safety, it permits use of powder- 
tools in a whole new range of con 
situation Model Remington 455A 


uptive Stud Guard Assembly is the safest 


ERLE LE IER tet 7° 


buffer is designed to pre 


Captive St 


yenetrauion by stud 


PETES SES ee > ver aay Pease: ae 


Stud Oriver... and 


When you sell the basic tool, that’s just when your 
profits begin! The tool accepts four interchangeable 
barrels, more than 15 different special-purpose guards 
Once your customers learn how simple it is to anchor 
wood or metal to concrete or steel, theyll want the 
Stud Driver! See your Remington salesman today for 
more information about this profit-making tool. 


—_se—=ttittit| 


hte 
z i === ‘3 








Over 50 Remington Studs include: 4%” 
id liameter standard head, exter- 


ud Guard Assembly with nd % J ete 


ind internally threaded. There’s a 
Offers mington Stud with green “Power Guide” 
ction in work areas every tastening job 


Se Ae 
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you can expect Continuing Profits: 


Remington Stud Driver owners buy studs and 
power loads...and you profit with every sale! 


In one year the average Stud Driver owner uses over 15 and a variety of 22 and 32 caliber Pow 
boxes of Remington Studs and 15 boxes of Power Loads rent the Remington Stud Driver 

.. . he buys many Remington accessories, too, like con continuy rofis! For n f 

duit clips, cupped washers, discs and couplings. There are Arms Company, Inc., Ind 

more than 50 special Remington Studs to choose from Bridgeport 2, Connecticut 


Here's how Remington 
[—anll is helping you sell.. 
| aie) 


Driver y 
studs, Power Loads 


Remington Arms Company, Inc., Bridgeport 2, Connecticut 
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Who's cutting 
whose throat? 


, “scourge of below cost bidding” con- 
tinues to eat away at the contracting industry — 
and this in a time of the greatest construction 
boom in history! 

Why? Shortage of electricians is chronic! 
Thousands are badly needed across the country 
to meet the mounting needs of commerce, in- 
dustry and the mushrooming home moderniza- 
tion market. 

Yet in spite of this, the industry seems caught 
up in a give-away mania that’s leaving millions 
of dollars on the bidding tables. 

Why ? Well, several reasons. Some contractors 
underbid simply because they don’t know their 
own costs. Others, possessed by an urge to keep 
up a big front, try to maintain volume at any 
cost. Still others underbid merely to squeeze out 
competition and wind up on top. 

The fact is that any selling involving con- 
sistent price cutting is suicidal—a form of 
salesmanship that can only lead eventually to 
large losses and bankruptcy. 


A Way Out 


Any way out of the squeeze? Yes, there is! This 
vear the Electrical Industry is spending close to 
$10 million to help drop a multi-billion dollar 
Adequate Wiring market right in the con- 
tractor’s lap. 

And make no mistake about it, this rewiring 
business can be the highest profit business on 
your books — plenty of contractors have already 
proved it. 

They like it because it helps take them out of 
the price squeeze. When a contractor sells a 
homeowner, for example, on the idea of “living 
better electrically,” the only way competition 











can beat him out is by selling better ideas (sell- 
ing up) — not by offering a cheaper job. 


How To Get Your Share 


Some contractors will wind up with a bigger 
share of the market than others. You can be one 
of these by following these suggestions: tie in 
with such powerful national promotions as the 
“Housepower” and “Live Better ... Electrically” 
Campaigns. 

Sell the advantages of modern electrical living 
at every opportunity — through friends, civic 
and trade associations, neighbors. 

Thirdly, present these advantages to your cus- 
tomers in terms they can understand — not in 
technical jargon. They’ll buy when you point 
out the safety, comfort and convenience of a 
modern electrical system. 

You, the contractor, are the industry’s most 
intimate contact with the consumer. It is to you 
he will turn for the professional advice he needs. 
You should be prepared to fill that need. 


request. For repri e Dept. EHA 

MURRAY MANUFACTURING CORPORATION 
1250 Atlantic Avenue, Brooklyn 16, New York 

Manufacturers of: Safety Switches, 

Service Entrance and Meter Mounting 


Equipment, Fuse Panels, Fully Magnet- 
ic Circuit Breakers and Load Centers. 


FOR A 
HAPPIER 
AMEPICA 
AT HOME 
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Tape it easy, 


Gold Seal Tape swings easily in tight places 


When you re trying to make a neat splice 

in cramped quarters, don’t get mad. Get Gold Seal 

Plastic Tape. Those 20 ft. rolls are just the thing for working 
in terminal boxes and other confined areas. Easy to hang on to. 
Easy to “swing ’. Easy to mold into a neat, thin wrapping. 
And Gold Seal sticks and stays. It’s a quality tape. 
Conventional tapes are for the birds! 


Jenkins Bros., Rubber Division. 100 Park Avenue. New York 17. 


IN HANDY 20 FOOT ROLLS 


Gold Seal FRICTION — RUBBER — PLASTIC Tapes . . . Commercial and Specification Grades 
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Why more 
and more 
alert 
distributors 
are handling 
the complete 


CLARK 
LINE! 


CLARK TYPE “CY” AC 
MOTOR STARTERS, 
SIZE 0-4 


Only from CLARK can you get the 
outstanding “CY” line of motor starters... 


The higher the quality of the electrical products you 
carry, the more steady customers you'll have and the 
greater your sales volume will be. That’s why it’s good 
business to handle the complete CLARK line with a 
reputation for quality and dependability unsurpassed 
in the Control field 

Take, for instance, the CLARK Type “CY” AC motor 

co) 


With the Clark Line you havea 
Control Specialist on your staff 


a. Always available for help in 
selecting and applying the 
proper controls, CLARK fac 
tory-trained field men not only 
give you the benefit of their 
own “know hoy but can call 

on specialized experts in our 

home office for unusually 


complex jobs. 


starter. Its heavy-duty construction and the exclusive 
and revolutionary arc-quenching principle employing 
strong, multi-turn magnetic blowouts and twin break 
contacts, make it the most dependable, longest-life 
starter available today. Hundreds of thousands of 


installations have proved 


A FEW OF THE MANY OTHER OUTSTANDING 
PRODUCTS IN THE CLARK LINE 


CLARK 
Bulletin 141 


Reversing ¥ 
Drum Switches ee # 


a 


] i] For more information drop a line to our Manager of Merchandise Sales 


"Lhe CLARK (Ee) CONTROLLER Company 


Everything Under Control 1 1 


1146 East 152nd Street . . 


Cleveland 10, Ohie 


IN CANADA: CANADIAN CONTROLLERS,LIMITED @ MAIN OFFICES AND PLANT, TORONTO 


24 
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THE 


DUAL-GRIP 
ENTRANCE HEADS* 


LOOK FOR THE PATENT NUMBER— 
YOUR PROTECTION AGAINST COPIES! 
*U. S. PAT. NO. 2,739,999 


“‘Dual-Grips'’ save your customers time and money. 


When “Dual-Grips"’ are used on EMT, 
your customers know they're ‘‘on to stay” 
—with no special fittings. 
With rigid conduit, the electrician just slips 
the head on and tightens the screws. 
No valuable time wasted cutting threads. 
Lightweight aluminum alloy—moistureproof— 
rustproof. Eight sizes: '/2”, 34”, 1", 1/4", 
1W/y”, 2”, 2'/2", 3. 
° 
NEW COMBINATION ENTRANCE HEADS 
... head and reducer in one compact, 
easily installed unit! No mast threading. 
For 2” or 22” rigid conduit or pipe. 


MR. WHOLESALER 


= 
JA. WEAVER 


OPPCGO CIEL 
/ / 
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Ring up volume fan sales for ‘58 


NEW LOW PRICES 
SAME HIGH QUALITY! 


NEW! Promotionally Priced - SSF | 20" Electrically Reversible 


20” FAN-MOBILE 1” $4995 yj; Window Fan with Automatic 

ad only if ty * 

4 a : List, 

Now every one of vour customers can : \\ \, : : Thermostat Contre only $4995 
afford wonderful Fan-Mobile cooling } : 
convenience at this new low cost. Full 
180° tilt adjustment . easy height 
adjustment. 3 speed control, non-mark 
ing rubber wheels, safety snap-out 
grills, handsome beigetone finish 


Model EM20 


An exceptional fan value—with every 
feature your customers want. Thermo- 
stat turns fan on and off automatically 
to maintain temperature selected. Has 
3 speed push button controls, safety 
grill. Wafer-thin styling mounts prac 
tically flush with window. Model 
SQ20PB 

20” 2 Speed Rotary Switch Model—-Same as the above model without 
thermostat or push buttons. One simple control gives choice of speeds 
ind easy reversing. Model SQ20E List price $39.95 





A COMPLETELY NEW CONCEPT 
IN WINDOW FANS 


w ’ . 20° Reversible 
NEW! Promotionally 3 Speed All-Purpose Fan 
Priced Electric DEHUMIDIFIER PURE AIR SELECTOR — $3995 


with 1/5 H.P. Compressor Brings in Fresh Air The ultimate in popularity in a house- 
hold fan! Use as a window fan—table 


List, only $9995 Draws Out Stale Air ; fan—floor fan—in any room. Stands 

Even the budget minded can afford Does Both at The Same Time on own — feet oo be used for 
complete moisture protection with this Re-Circulates Room Air om Precinct nga ny Me age 
new Economy age roo Dehumid- PLUS Filters the Air Clean of Dirt—Dust—Lint and as tien beigetone Cuiale ; ; 
ines n average enclosed area > to 3 : 
12 Of - ; pe ro t psec on eo Pied, Pollen During All 4 Operations! Adjustable side panels and swivel stand 
hermetically sealed. Removable water There’s never been anything like it—at any ed Model RA20 
container, all steel cabinet and grill, price! Has powerful twin blower wheels, 3 s Ss, ’ Model same as above. Comes com- 
swivel type casters for easy portability controlled direction of air flow, removable all- ad te with mounting bar for use with 
Model DH20 : metal filters. Takes about half the space of an casement windows, if desired. 
sect aieaiitis am, ordinary window fan. Can be used both summer Model RA14 List price $29.95 

. and winter because there’s no back draft. Com- ; = : 
Automatic Humidistat plete with adjustable side panels. 20” Electrically Reversible With 
Humidistat turns unit on automatic- Model 2838 List price $49.95 Automatic Thermostat Control 
ally if humidity rises above danger Has all the above features plus auto- 
level . turns unit off when humidity matic thermostat. Reverses at the turn 
drops. Beautifully styled and finished of a switch. 


Model DH10N List price $139.95 Model 20R List price $49.95 





> 
= >> 
a@e 


= =e 


Exhaust Fans Attic Fans Bathroom Light & Fan Wall Heaters Ventilating Range Hoods 


BERNS AIR KING CORPORATION soso sens coco sno cricage 18, tsi 
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New ‘Nentilating Range 
Wood with 


BUALT-IN 


® PUSH BUTTON CONTROL of 3-speed fan and light 
All controls are right out front. Automatic push buttons for 
light and 3-speed fan separate dials for radio 


@ MODERN MITERED EDGE DESIGN Gracefully tapered 
corners allow plenty of room for cabinet doors to open 
without scratching 


@ 5 TUBE SUPER HETERODYNE RADIO -Precision built 
all components specially designed to withstand high 
temperatures. Receives even distant stations with perfect clarity 


@ FLIP TOP DESIGN! One hood takes both left and right 
and solid top installations! 


NOW—every home sale can be an easier one for you 
Berns Air King’s new Radio Hood gives you unmatched beauty 
and performance PLUS the added luxury of a precision 
made, richly toned radio—built right in where it’s most 
convenient. Just let your prospect look and listen 
and you'll clinch the sale! 


Booth 350-351 
NAHB SHOW 
HILTON HOTEL, CHICAGO 


Available in 3€ 

lengths and 4 finishe 
SAME HOOD ALSO AVAILABLE 
NITHOUT RAL 


The most beautifully styled 
hood on the market! Trim styling 
rich, golden contro! panel 


vari-colored push buttons. Makes 
the entire kitchen more attractive 


Write for complete catalog today 


BERNS AIR KING CORPORATION 3050 NORTH ROCKWELL STREET, CHICAG 
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GODFREY plus 


plus a powerful magazine list... help 


NEW! Starts January 13th! 
ARTHUR GODFREY 


—radio’s greatest salesman sells Genera! Electric Bulbs 


on CBS-Radio, Mondays 10:00 - 10:15 a.m. EST. 


Now one of TV's CHEYENNE~_ V's leading one-hour “Western” 


top programs nea 
P prog ? million viewers on ABC-TV with G-E Bulb 


’ , 
reacnes 52 


commercials every other Tuesday, 7:30-8:30 p.m. EST: 
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CHEYENNE... 


sell G-E Bulbs faster than ever! 


spORTS , , NATIONA hes : 
WLLLISTRATED GRP 
om AZINE © 


MASS MAGAZINES 


G-E Bulb ads will appear in big circulation magazines 
like LIFE, SATURDAY EVENING POST—reaching a 
total of more than 150 million readers 


SPECIAL NEW DISPLAYS 


Here are some typical displays that will tie-in with G-1 
promotions in the next few months. G.E. has a display 


to fit the needs of a// sizes and types of dealers 


Set up these G-E Promotions 
with your dealers and they'll sell 
more bulbs! 


1. G- ee Jan. 15-Feb. 28— Backed 
f rthur Go {fr ey On Ta O yen! oO! IV ind 

s-E Sunlamy 

r 1958 includes ar tractive new kit, con 

holder at an 

attractive $11.95 ilers can really 


run with. 


2. G-E Home-line Fluorescent Lamps 
Jan. and Feb. —The G-E fluorescent lamps, designed 
specifically for use in the home, are becoming a fas 
moving item. Television commercials and ads in Home 
magazines will help dealer 

nerchandising devices are 


dealers have a stock of all s 


3. G-E Coloramic Bulbs~—Jan. 13 thru 
March—The magic salesmanship of Artl 
has been added to ‘“‘Cheyenne’’ on TV and full page, 


color ads in LIFE and BETTER HOMES AND 
GARDENS to make tn ivert 


romotuonal pre yran 


ir Godtrey 


your dealers are not ¢ 


able colored bulb 

4. G-E Bulb tance neice March and 
April — Special campaign se ete line of G-I 
Bulbs with emphasis on re r 60- and 100-watt sizes 
G.E. is putting the full we 
Cheyenne” (ABC-TV) beh 

re ads in LIF] 


r Gyodtrey and 
s important promotion 

full-pa SATURDAY EVENING 

POST. It will pay yo 

displays with your dealers t 


during this time 


Progress /s Our Most /mportant Product 


GENERAL @@ ELECTRIC 
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“BM” £100 
Cutter for A, VY 
and 1” E.M.T. 


DM 


the original 
concrete-tight 


INDENTER 
FITTINGS 
for E.M.T. 


Insulated 
Connector 


“BM” #1000 
Holder for 4, % 
and 1” E.M.T. 


“BM” £600 


Changeable Jaw Indenter 


Cross section 


BM607 INDENTER FOR 
Pocket Size—Only 10” Long! 


THE NEW Y” FITTINGS 














Briegel Representatives 
from Coast to Coast 


J. H. Akerman 

813 Sistina Avenue 

Coral Gables 46, Florida 

Phone: Mohawk 7-3864 
e 

Harry C. Andrews Co. 

5440 Gravois Avenue 

St. Louis 16, Missour 

Hudson 1-7373 

o 

Crescent Electric Sales Co. 

1800 N. Humboldt Blvd 

Chicago 47, Illinois 

Phone: Albany 2-2600 
© 


Phone: 


R.L. Cunningham Electric Co. 

843 South Front Street 

Philadelphia 47, Pennsylvania 

Phone: Lombard 3-3660 & 3-3109 
2 


L. J. Crews 
1725 Arlington Rood 
Richmond 20, Virginia 
Phone: 4-2273 

a 
Curtis Sales Corporation 
3231 Warrenville Center Rd. 
Shaker Heights 22, Ohio 
Phone: Skyline 2-0225 


Herbert L. Jones 
745 Ohio River Blvd. 
Pittsburgh 2, Pennsylvania 
Linden 1-6684 

o 


Phone: 


AlLevin & Associates, Inc. 


1200 So. Peters Street 
New Orleans, Lovisiana 
Tulane 8480 & 8489 
om 

H. A. Maggiore & Son 
15 Carleton Street 
Cambridge 42, Mass. 
Phone: Kirkland 7-4954 

_ 
Ernst F. Hauch Co. 
1282 Folsom Street 
San Francisco 3, California 
Phone: Hemlock 1-1828 

* 


Phone: 


R. C. Handy Sales Co. 

4811 Excelsior Bivd. 

Minneapolis, Minnesota 

Phone: WAlnut 6-2939 
+ 

L. D. Hood Sales 

1133 West 8th Avenue 

Denver, Colorado 

Phone: Acoma 2-800} 


SOLD ONLY 


A. Lee Clifford 

1801 West 18th 
Indicnapolis 7, Indiana 
Phone: Melrose 6-4449 


a 
Walter S. Nash 
2101 Tula Street, N.W. 
Atlanta, Georgia 
Phone: Elgin 8071 

* 


Rutkin Electrical SalesCo. 
935 Stanford Avenue 
Los Angeles 21, California 
Phone: Tucker 1224 & 5 

a 


Valkus - Kissel 

1711 Kelly Street 

Dallas 1, Texas 

Phone: Hamilton 8-7388 


o 
W. W. Wheat & Sen 
2219 Ath Avenue 
Seattle 1, Washington 
Phone: Seneca 6222 
- 


Arnold J. Young Co. 

12690 Hamilton Avenue 

Highland Park 3, Michigan 

Phone: Townsend 9-5080 & 1 
* 


E. J. Martin Company 
150 Nassau Street 

New York 38, New York 
Phone: Worth 4-6270 


THROUGH ELECTRICAL 
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OMICOLL 


GALVA, 


All B-M indenter Fittings ore U.L. 
Approved as concrete-tight and 
all Compression Fittings as rain- 
tight as well as for general use 
(File Card £10863). Also comply 
With Federal Specifications 
W-F-406. 


METHOD 
TOOL 


ILLINOIS 


WROLESALERS 


1958 





f4 BLACK 
' FRICTION TAPE 
: % INCH 


NO. 4 


manure 


. CHASE & SONS, inc 


‘., CRMC Pe wees 


CHASE TAPES 


Daisies won’t teli, but your sales receipts will . . . Chase Friction, 


Rubber, Plastic and Neoprene Tapes are really worth cultivating! Each and every roll 
is Saran-Wrapped* to lock in factory-freshness, eliminate ordinary 
storage problems, assure your customers top taping qualities time after time. 


We suggest you stock some soon. Then watch your tape sales get up and grow! 


the Do 


CHASE. & SONS INC. 


North ine Massachusetts 
° Qu Y LAMINATED 





Standard-threaded rigid steel conduit is the only 
wiring system approved today by the National 
Electrical Code as moisture-, vapor-, dust- and 
explosion-proof for use in hazardous locations and 
occupancies. 


YOUNGSTOWN “BUCKEYE” CONDUIT 


... gives life-time wiring protection 


to Zanesville’s Good Samaritan Hospital 


FF: eA - tee, Failure of its all-important electri- 
Sees 7 Xe?) cal system will never interrupt the 
.— ‘ #, smooth operation of the Good Samari- 
: tan Hospital in Zanesville, Ohio. That’s 
because the builder of this well known 
institution wisely specified Youngs- 
town’s Full Weight Rigid Steel “Buck- 
eye” Conduit for protection of the 
wiring system from damaging elements 
such as water, moisture, vapor, dust 
and dirt. 


If the proper functioning of your 
electrical wiring systems—in any loca- 
tion, under any condition—presents a 
problem, then Youngstown “Buckeye” 
Conduit should be your specification. 
Reports from across-the-nation tell us, 
“It’s easier to bend and thread, wire 
fishing is faster and easier—and its 
superior corrosion-resistance gives a 
much longer service life after instal- 
lation” 


Remember, Youngstown is the only 
producer of rigid steel conduit that 
controls all its integrated operations 
from ore mine to finish threading. 
Thus, you can be sure each length is 
of the same high quality that has made 
“Buckeye” Conduit the accepted stand- 
ard of leading owners, architects and 
contractors everywhere. 


Delivery is no problem—because all 

meres . leading industrial and electrical dis- 

' : tributors carry complete and ample 

Good Samaritan Hospital |]| Architect: Dan A. Carmichael, stocks. Why not call today for quick 


Zanesville, Ohio General Contractor: and efficient handling of your current 
Knowlton Construction Company i oe S 
Bellefontaine, Ohio requirements, 


Electrical Contractor: 
Electrical Contractors, Inc 
Columbus, Ohio 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


Manufacturers of Carbon, Alloy and Yoloy Steel 
General Offices - Youngstown 1, Ohio 
District Sales Offices in Principal Cities 
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rrom SOLA... 


The originator of the constant- 






wattage mercury lamp transformer 






a new, 






totally new 








If) 


AOU Ds 
4 % 


mercury 









transtormer 


design 









allv new in circuit 





A low crest factor of lamp current is now less than 






1.7, resulting in additionally extended lamp life 













tally new in weight 


Now a transformer that is 20% lighter than before, 






making it easier to handle, install, and transport 







totally new in size 






A 25% reduction in size—three inches shorter—makes 
it easier to mount, especially in pole-bases 







. } 4 

totally new in regulation 
Now you get regulation as close as +1% even when 
+13% 







line voltage fluctuations are as great as 








totally new in efficiency 


An outstanding efficiency of 89.2% insures less con- 






sumption of current and lowers lamp operating costs 






totally new in housing 


New type hydraulic sealing method makes this trans- 






former completely weatherproof and water tight 





Under the most severe 
conditions ... constant-wattage 
for one H-1 400-watt mercury lamp 


in circuit 
w crest factor (peak/rms rat i j nt is le than 1.7 
with lamps mounted either vert r horizonta additionally 


extending lamp life Open circuit v 1ge over entire pr ary range 
s 300 volts minimum. Positive sta 


in weight 


20% less weight than before. Wit 
42 to 34 pounds, handling during 
ywer weight also results in less 


transformers are mounted aerially 


ATTAGE BALLAST 


MERCURY VAPOR LAMP alle dinat t 
smaller size. in combination witt 


SERIAL NO. ee and mounting, and reduces shipp 


‘60 PRI. AMPS in regulation 


SECONDARY AMPS | wm ou get lamp wattage regulation 


voltage fluctuations as great as 


in size 


25% smaller than before. A 3 


ength facilitates mounting, espe 


POWER FACTOR TYPE 


eeds normal operating current 


Itage must drop 30% from 


in efficiency 


A Sola-engineered new circuit desig V pr ode ENCy 
rating of 89.2% with only a 50-watt ; through the tr ormer. This 


ower loss means less total wattage consump ind less operating 


T R | C le ost for the mercury lighting systen 
OTR in housing 
_ ts... Pea. 


The housing has a unique hydrau pr i mechanica osure 
1ich is completely solder-sealed. Special prene-coated leads 
yroughnt out througn a neoprene gasket ne threaded nipple 


rakes the transformer absolutely weatherproof and w atertight 


The Sola transformers described are made 
S. Patents: 2,346,621; 2,582,291; 2,806,199 and 
) Patents: 399,701; 439,590 and Patents Pe 


Catalog No 
Lamp 
Primary Volts 100 ) voits, 60 cycies 
Primary Current 4/2 amps 
Open Circ uit 330 volts 
Lamp Current 3.2 amps 
Power Factor : nm ver entire range 
Watts Loss 50 
Weight, Ibs 34 
Case Dimensions 6%" Diam., 9” Height 
} Nipple & Leads 
Designs available for primary ( ranges of 240-315 and 
400-520 volts 


SOLA eee ens 


Electric Co., 4633 West 16th Street, Chicago 50, Illinois, Blshop 2 








Eee 


New Universal Lighting System— 


for flexible, 
low-cost 
lighting 


Sell its efficiency and economy, too! 
Bull Dog’s new 20-amp Universal Light- 
ing System both feeds and supports 
lighting fixtures . . . requires no supple- 
mentary fusing. Fixtures can be posi- 
tioned at any spot throughout the 
entire system are quickly and 
easily moved to meet changes in lighting 
requirements. No rewiring or electrical 
downtime, either. 

Listed by Underwriters’ Laboratories, 
this new Universal Lighting System 
assures maximum flexibility at mini- 
mum cost. Check its many advantages. 
Consult your BullDog field engineer 
or write BullDog Electric Products 
Co., Detroit 32, Michigan. REPCO 





CROSS SECTION of new, low-cost 20- 
amp Universal Lighting System. Mov- 
able weight supports and twistout 
plugs speed rearrangement, addition 
or removal of fixtures, eliminate re- 
wiring and electrical downtime. 


BIUILILID 


BullDog Electric Products Co., Detroit 32, Mich. A D 
BullDog Export Division: 13 East 40th S 
In Canada: BullDog Electric Products Co. (¢ | I 





TIMES and TRENDS 





Distributors Aren't Down 


The industry’s state of mind on entering 1958 can be summed up simply: 
concerned but confident. Most distributors we have heard from are concerned 
about sales prospects—and particularly profit prospects. But they are also 
confident they can ride out any economic storm. 

This underlying confidence is reflected in the industry’s outlook, Of the 
wholesalers reporting in EW’s annual forecast survey, 53% believe they will 
increase their sales slightly over 1957, 13% see no change in store for their 
firms, and 34% feel a decline is in the cards for them. The median expecta- 
tion: a 3% gain in dollar sales (page 47). 

While on the plus-side, this is hardly a heady outlook—especially when 
viewed against the backdrop of last year’s performance (page 61). And with 
sO many economic indicators flashing red, the outlook might contain a 
measure of wishful thinking. But it is indicative of businessmen who haven't 
gone completely bearish in the face of a spreading pessimism. 

A hard economic fact of the moment is that a rolling readjustment, breath- 
ing spell, slowdown—whatever you choose to call it—is in full swing on a 
broad front. Possibly our segment of the economy will grow in spite of it. 
But pauses are to be expected, even in a growth industry. 

In looking ahead to a year of modest sales gains at best, distributors are 
hopeful of many things. Among them: that manufacturers won’t panic if 
volume drops off, that they won’t over-produce and glut the market, and that 
they will take steps to improve distributor policies and margins (page 50). 

But most of all, distributors have their fingers crossed that competitors 
have learned that cut-prices don’t pay. 


Monkey Business 


As an example of a cut-price that must have drawn blood from its giver, 
we cite a so-called sale consummated in late 1957. 

A sharp-buying contractor requested quotations on several sizes of a basic 
commodity. We are informed that it was a “certainty” that whoever got the 
order would have to ship the material from his warehouse. And we know the 
product in question to be an expensive one to handle. 

Three distributors submitted quotations. The iow bidder’s price was 
$1,066.95. Net cost on the material plus incoming freight was said to amount 
to $1,020.96. After paying $39.04 for freight to destination, the low bidder 

-according to the normal processes of arithmetic—had $6.95 left. 

If there is a reason why any businessman would seek a pittance that hardly 
covers the cost of paperwork on the transaction, it escapes us. In fact we'll 
gladly pay $6.95 for a reason that makes a smidgin of sense. 


A “Realistic” Policy > 


With the New Year comes the opportunity to wipe off the old slate and 
start afresh. In the event there are distributors who have some policy resolu- 
tions in mind, we refer them to a statement (facing page) drawn up by J. D 
Pepler, Coast Electric Co., San Diego. It might serve as a model for those 
who feel a need to express their policy in print but who, at the same time, 
want to remain “realistic” (i.e., make exceptions). 

To our way of thinking, Mr. Pepler’s tongue-in-cheek approach is devastat- 
ing. It reveals what can result from free application of this brand of realism. 


Bee Demegenmtitr — 


EDITOR 
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Our Poliry 


1. TYPE BUSINESS: Wholesale electrical. extended to the 25th of the month on request 
Terms may be extended longer for some other 

2. TYPE CUSTOMERS: All licensed C-10 elec- reason. No cash discount will be disallowed 

trical contractors; all industrial plants maintain- if customer is sufficiently insistent. 

ing their own electrician; utilities; government 

bodies; retailers legitimately reselling electrical 

materials. 
Also: Employees, friends, occasional other re- 
tailers, occasional other industrial plants, their 
employees, home owners with electrical per- 
mits, architects for own use (or for friends), 
occasional general contractors, speculative 
builders, other trade contractors, transporta- 
tion companies, radio and TV stations, anyone 
residing outside of territory covered, anyone 
having permission of our regular customers, 
and others. 


ea @ve 


ear 
« 
» 


5. RETURNED GOODS: A restocking charge of 
10% will be made on all goods returned. In ad- 
dition a restocking charge made by the factory 
will be charged to the customer as well as the 
above 10%. 
Exceptions: Good customers will not be charged 
any restocking charge. Other customers will 
not be charged any restocking charge if any 
ill feelings will be caused by such charge. 


T 
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6. FREIGHT ON SHIPMENTS: Freight will be 

prepaid on all shipments within the city limits 

of San Diego. Freight will be prepaid on all 

shipments over 100 Ibs, on all shipments outside 

the city. All other shipments will be collect. 
Exceptions: Freight will be prepaid on any 
size shipment outside the city to meet com- 
petition, or if customer insists 


PPEAPE®RFERPEAPERPERPERPERPEDPER PESTER PRARE 


3. PRICING: All materials sold at recommended 
prices of manufacturers based on quantity at one 
time. 
Except: Customers regularly buying over $1,- 
000 per month at best quantity price of manu- 


facturer. Very best customers at further arbi- — , = . , 
, < , 7s 7. BID PRICES ON LARGE JOBS: Best obtain- 
trated discounts off of best quantity prices P . 
: , _ able prices on fixtures, panels and other large 
either at time of sale, or on all materials, or , ‘ : . 
; ..  jitems on bids wili be obtained from manufac- 
on selected materials, or on selected jobs, or ‘ : . . “ape 
. . a. turers, a fair profit added, and prices distributed 
as bid on jobs, or to meet competition, or to . 2a 
ges was , to all electrical contractors bidding on the par- 
beat competition, or for other reasons too - = : : ns 
. ticular job. These will be firm prices and no re- 
numerous to mention. : : A : 
sas ductions will be made after distribution, even if 
Other customers: to meet or beat competition oe : : 
. neers: ; manufacturer reduces his formerly given price. 
or because of any special friendship, special e ; y 
. - , Exceptions: Prices on bids may be reduced 
prices may be given. Or for some other ' 
i ; later, either prior to submission of bids, or 
ae after opening bids, providin ur prices wer 
. . . . alter ope , rOvVviding OU ce ere 
Pricing will be left entirely to the discretion oP 6 P : 
: : : ; too high to meet competition. If competition 
of our employees to be determined at time of - ae 
ae then relowers their bid prices it will be proper 
sale or later. Employee should leave some ; ; : . 
—" i 9 for us to also lower our prices; providing the 
profit in each sale if at all possible. If this is nggine.. 
;, : manufacturer lowers his price to us; or pro- 
not possible some profit should be shown by : : 
; : viding our margin of profit is sufficient to 
each account for the month. If this is not ny PR a ba 
ee : lower the price; or providing competition forces 
possible, profit should be shown for the sales ; be . 
: cae ae . us to lower prices regardless of profit. 
territory. If this is not possible, some profit 


should be left for the company. If this is no = sata teas ai . —T — 
. -_ — oe this Is NOL 8 SELLING TO COMPETITOR'S ACCOUNTS: 
possible, the owners should understand that . - = 
: ' At no time will we knowingly sell to a customer 
some future times should make up for any : : ‘s : 
eee . buying mainly from a competitor at a price better 
deficiencies. a ler 
than the potential the account justifies, or on 
better terms than the account justifies. 
4. CREDIT TERMS: Credit extended to all ac- Exceptions: This rule may be violated only 
counts having net worth and pay record satis- when sales of the company as a whole are 
factory to our credit department. Terms are pay- unsatisfactory, or when the sales of a sales 
ment on 10th of month following purchase earn- man’s territory are unsatisfactory, or when 
ing discount in amounts varying as to type of more business is desired for some other reason 
merchandise. 
Also credit may be extended to accounts not 9. OVERALL POLICY: The above is the sub- 
justifying credit otherwise, providing an assign- stance of our main policy. Any other controver- 
ment from the general contractor or owner  sial subject pertaining to policy will be left to 
is given, work is on a bonded job, work is the employee to work out with the particular 
on an unbonded job identifiable for other customer. While we feel this policy is subject 
reason. Also terms may be extended to the 15th to some criticism, we also feel it is better to 
of the month without request. Terms may be have some policy than none. 
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Big Territory 


... Big Customers 


ELECTRICAL 


Wholesaling ae Big Sales 


By Robert S. Bush 














ILLINOIS 


Corpus Christ 


Eagle Pass 


Brownsville 


SALES AREA of Corpus Christi’s Nunn Electric is in the England, 66,608. Salesmen regularly avel to the southern 
haded area of Texas. With an area of about 55,000 square tip of Texas, 140 miles northeast and northwest and 300 
miles, the territory roughly compares with Alabama, 51,609 miles west of Corpus Christi. Occasional trips are made to 


' { 


quare miles; Illinoi 56,4 juare miles, and all of New San Antonio, Austin and Del R to sell specialized items 
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That's what Nunn Electric's three salesmen face as they cover South Texas. Here is 
how they travel and meet problems in an area estimated at 55,000 square miles 


travel Vice President A. D 
right are Bob Wins! 


and 


Texa 


strategy 


TRAVELING SALESMEN check 
plan n their territorie nN a map of wit 


EXAS is a Just ask 

any Texan. And if you think your 

regularly traveled 
large, talk to A. D. Tilley, vice presi- 
dent of Nunn Electric Supply Corp. 
of Corpus Christi, Tex., an affiliate of 
Nunn Electric, Houston 

South Texas is the area served by 
the distributing firm—an area which 
covers approximately 55,000 square 
miles. And it’s 
outside salesmen. 

“When you work in a large terri- 
tory, you have to cover a_ large 
territory,” Tilley explains. “Distance 
here means little. It's something you 
have to learn with and work 
into your system and schedule.” 

e Planning Important The Nunn 
Electric official stresses that it is im- 
portant to work out a travel schedule 
while traveling in a large area. Many 
of the firm’s customers are in the 
Valley—or south tip of Texas (see 
map). Between some of these towns 
—as much as 50 miles apart— 
are isolated. with no gas stations. 

Because of these distances, it is 
impossible to double back from an- 
other call if the customer is not avail- 


large state. 


sales areas are 


covered by just three 


to live 


areas 
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able. Without a schedule, Tilley says 
that a salesman might find that when 
he makes a call, his customer might 
be working on a job many miles 
away. Here again, it is impossible to 
the customer, and the salesman 
must wait until the next trip. 

e Must Know Habits—‘“Knowing our 
customers’ habits is extremely im- 
portant,” the official says. “Any sched- 
ule must be planned in accordance 
with the habits of the customer. 
Sometimes you have to catch him at 
6 o’clock in the morning or at 6 at 
night. The important thing is to be 
sure the salesman sees him.” 

And that is just what each of the 
three salesmen does. Their schedules 
are so arranged that each of their 
customers knows exactly the time of 
each day he will see a representative 
of Nunn Electric. 

The areas served by Nunn extend 
approximately 150 miles south, 140 
miles northeast, 140 miles northwest 
and about 300 miles west. 

“In some distant areas, we don’t 
attempt to compete with local distribu- 
tors,” Tilley says. “We do not attempt 
to compete across the board. 


see 


“Here, we sell our specialized serv 
and items. We stock 


not available 


ices many items 


that are south o1 
of Houston from othe! 
items primarily are 
cal supplies 
“Normally, there 
this 


west 
These 
electri- 


sources 


industrial 


is not enough of 
the distant 
distributors to 
stocks of 
explosion-proof equipment for the oil 
and chemical industry 


type of business in 


areas for local 


complete 


carry 
such things as 
Because 
this 


the 


OUI 


equip 


necessary 


customers need 
ment, we 
stock.’ 
e Big Industry Available—tTilley says 
that many distributors throughout the 
nation have asked 
to travel salesmen such long 
and still make profits 
“That’s an easy 


regular 


always carry 


how it is possible 


distances 
one,” he replies 
“Here, in the lovely and spacious areas 
of South Texas, 
in almost the same time you can drive 
15 or 20 miles in heavily populated 
areas. Our salesmen feel like working 
longer because of the fresh air. 

“Like our area, our customers are 
large, whether they give us $100 or 
$10,000 business each month.” 


you can drive 50 miles 


Turn page for methods of serving areas 





Big Territory (cont.) 
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HREE SALESMEN for Nunn Elec- 
tric pretty well cover the waterfront 
in their 55,000-sq mi area as far as 
the type of customer is concerned. 
Vice President Tilley explains that 
because the market in the area is di- 
versified, so is the wholesaling firm. 
“Like the areas in which they work, 
salesmen must likewise be diver- 
says. “In covering such a 
can’t afford to 


the 
sified,” he 
vast sales territory, we 
employ specialists.” 

e Knowledge Diversified — ‘Each 
salesman, however, runs into many 
problems with which he has to cope. 
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For Big Customers, 


SPECIALIZED ITEMS included in Nunn’ 


catalog are big 
Included in 


proof equipment for the 


men 


ndustry 
sells-up some catalog 
electrical 
re 


io 
Oil Cc 


SELLING to a variety 
Jim Yaklin 
Alth ugn he 


Texas 


Yaklin 
Christi 
for supplies to C 
electrician, 


for sales- 
explosion- 
chemical 
Winslow 
items to Bob Riley, 
superintendent f Dell 
, Corpus Chr 


elling factors 
this line is 
petr 
) 
man Bot 


Here ale 


Tay lor 


f customer takes 
South 
listances, 

Corpus 
mmendations 


left) to many parts of 
trave long 
maintain account in 
Here, he ma rec 


LaValle 


(center), 


and R superin 


tendent of Public 


[his presents no problem. Each has 
had years of experience. As a whole, 
they are very diversified in their 
knowledge of products and applica- 
tions. Yet, each has a little extra 
knowledge about particular problems 
that the organization can call upon 
under particular conditions.” 

As far as experience goes, Nunn 
Electric salesmen have what it takes. 
Lynn Moseley grew up in the busi- 
Bob Winslow is a_ graduate 
electrical engineer; Jim Yaklin is a 
former electrical contractor. 

Because of the large areas to be 


ness; 


covered, working days start early and 
end late for Nunn’s salesmen. Take 
Yaklin, for instance. 

e An Early Start—This youngest 
salesman for the firm makes his swing 
to the Valley every other week. In 
order to spend eight hours—or more 
-making calls, he must start about 
6 o'clock in the morning to get to his 
first call on time 

Yaklin leaves early Monday morn- 
ings and returns to Corpus Christi 
Thursday nights. During the trip, he 
covers 15 towns and cities. Fridays 
usually are spent in the office catching 
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Salesmen Use Big Approach 


4 CONTRACTOR CUSTOMER takes time out from his work 
to conduct salesman Lynn Moseley (left) on a personal tour 
of the famous King ranch, about 40 miles from Corpus Christi 


up On correspondence and working 
on solutions to problems for accounts. 

During the following week, he 
travels approximately 60 miles north 
of Corpus Christi covering accounts 
in 10 communities. 

“Occasionally, a customer in the 
Valley will be faced with a problem 
and ask that I make a special trip to 
help him solve it,” Yaklin says. “If 
it’s an emergency, I will rearrange my 
schedule and make a special all-day 
trip to work with him. It’s a long 
trip to make in one day, but the sale 
and good will is worth the extra 
effort.” 

Winslow, who travels almost as far 

as Yaklin, covers an area to about 
140 miles northeast and 140 miles 
northwest of Corpus Christi. Moseley 
primarily covers the Corpus Christi 
area, which extends to about a 50- 
mile radius of the city. 
e Phone Important — Because the 
salesmen travel extensively, they are 
in the office only a minimum of the 
time. Because of this situation, and 
in order to expedite orders to cus- 
tomers, all orders are phoned to the 
office from the field. 

No orders are written and mailed. 
Each salesman contacts the office by 
phone at least once daily to place all 
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work. Here, 


the orders he has received. These 
orders are then shipped by motor 
freight lines, or if the customer has 
an emergency, they are sent by bus. 

“This is where our inside men are 

important,” Tilley says. “We have a 
good back-up organization for our 
outside men. We have to. Since much 
of our business is called in by the 
salesmen and our customers, the inside 
men must be intelligent in order to 
perform a service the customer ex- 
pects.” 
e Travel in Style — In South Texas, 
where big ranches are common and 
the petro-chemical industry is large, 
the weather is hot. In some parts of 
Nunn’s territory, temperatures during 
the summer months reach 110 

The three salesmen are little con- 
cerned, however. Why? Each drives an 
automobile equipped with air condi- 
tioning. 

“We use these air conditioners al- 
most 10 months out of each year,” 
Tilley explains. “When a_ salesman 
travels great distances, his appearance 
always is neat, and he does not have 
to go to a hotel to change clothes 
before calling on a customer.” 

Tilley adds that the units also are 
helpful to the salesmen who go from 
their cars to customers’ air condi- 


f PRIVATE GROUND: 
PLEASE STAY QuT 


The contractor, Ted Remling, co-owner of McCracken Electric 
Service, Kingsville, Tex 
both are 


handles most of the ranch’s electrical 


in front of the ranch headquarter 


tioned offices to transact business. 

“I would like to say one thing, 

however,” Tilley says when he speaks 
about Texas weather. “The individual 
days in summer are not much hotter 
than those in New York or Chicago 
There are just more of them. And 
the nights are always cool.” 
e Use Initiative—By traveling long 
distances, Nunn Electric’s salesmen 
do not always have the opportunity 
to get advice from the office if they 
run into a special problem. They must 
be able to find their own answers 

Each more of! maintains a 
temporary office in his This 
“office” normally includes a trunk full 
of catalogs, new products and items 
to be delivered personally to cus- 
tomers. Anything which might be 
used to give service to the customer 
is carried by the salesmen. 

Nunn Electric’s salesmen 
about 200 customers regularly 
ing these accounts, Yaklin travels 
about 36,000 miles yearly, Winslow 
about 35,000 and Moseley about 15,- 
000. 

“Our men are equipped to get the 
business no matter where it might be 
in South Texas,” Tilley says. “We are 
out to give our customer the best pos- 
sible service.” 


less 


Car. 


call on 


| hn see- 





7:30 


get squared away for the busy day ahead 


basic schedule for daily operation 


Early start finds Kendall Electric's sales manager, 
Jack Shay, opening up to finish up odds and end rder 
He also work u } r é 


et 


juret 


editing and pricing 

: essary calis to manu- 
East where it | he spot checks 
re tne 


Sales Manager on the Move 


doesn’t 
concentrated en- 
ergy in breakfast And if you 
watch the bustling staff at Kendall 
Electric Supply for a while, you're 
convinced that this mid-Michigan dis- 
tributing firm has cornered the market 


ATTLE CREEK 


all its famous 


export 


foods. 


on get-up-and-go. 

Ihe inside staff—though small (see 
photo, below)—does a solid daily job 
at a whirlwind pace. 

A day in the life of Kendall’s sales 
manager, Jack Shay, typifies that pace 
His functions are far-ranging, his time 
is tight, his drive is unflagging as it 


carries him through a daily gamut of 


activities all the way from counting 


4 


a 
eS iF é 


BACKBONE of good small operation is top inside staff, says 
. Guiette, buyer; H. P 
(Red) 
secretary 


Shay (right They are (I. to r.) C 
Ogden, head counter salesman; E. M 
lerk: C. Durrin use and Shay 


wareh 


42 


conduit to trouble-shooting customer's 
problems 


inside staff, 


technical 
Like his 
to step in any time 
the warehouse, 
in the showroom 


Shay is ready 
at the sales coun 
on the 


ind even at 


ter, in price 
books, 
the loading platform 

At the time 
stick to some basic plan which will 
free him in the afternoon for outside 
selling and supervision of the firm’s 
three territory men 

The busy sales manager 
forms purely administrative functions 
as head of Kendall Electric Supply 
the electrical division of Kendall Sup 
ply Corp. He has overall charge of not 


same he does try to 


also pel 


ete 


3:38 


Godfrey, price shting 
Mary Aublé Verona ct C 


Outsi 
t 


upermarket 


transf 


only sales, but purchasing, inventory, 


warehousing, pricing and credit 

On top of that, you're just as likely 
to bump into him at a manufacturer’s 
factory course (like the one pictured 
on page 90, which he attended) or at 
an association-sponsored seminar (like 
NAED-Harvard course). The ob- 
much product and 


as possible and 


the 
ject tO gain as 


operating know-how 
pass it on to his staff 

How does it add up? Shay puts it 
this way Products are products and 
some- 
thing you can always improve on 
That’s what constantly aiming 


to do at Kendall Electric Supply 


price is price—but service is 


we re 


de call bring 1g sales manager 


new mercury 
Jr., 


rmer for Art Morse, 


Battle % reek 
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8 3 5 Counter selling keeps Shay up on what's moving 10 05 Voice-to-voice contact is a major inside duty 
r4 helps in his buying. He also gets leads for or fe ° Shay constantly stresses importance of courteous 
salesmen. Here, he talks up new fixture t ntra rl and competent home office handling of telephone customers 


Whitney f Hasting Mict t taff, shows how they hel; tsice 


f 3. Segall, who 


11 1 5 Listening intently, busy sa manager gets story 1 50 Industry promotion gets attention as Shay tell 
° on new lighting fixture from Detroit manufacturer 4 contractor how to ise NAED Housepower 
rep, A. —£ 5 me ugn 1 f rating shee j ay 


t mounted n OC te ara } 


4 35 Inside store, Shay )0-amp distributior 5 1 End of fast day finds Shay taking last look at stock 


panelboard he old a ial and space sa and overall condition of warehouse in preparation 
single-unit installation for M \ vad planned sever for next day. “‘It’s the best time to total th re,”” he say 


cattered disconnects 9s he checks Kendall’s conduit 
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LIGHTING COMPETITION WINNERS 





Ist—An All-Electric Ceiling 


Starting this month, EW is presenting case 
studies of winning entries in the distributor 
division of the 1957 International Lighting 
Competition. Highlighted: industrial clas- 
sification winners. All winners were an- 
nounced last month (page 10); judges who 
selected their entries are shown on page 
94 in this issue. Competition was spon- 
sored by EW and two other McGraw-Hill 
magazines in cooperation with the Nation- 
al Lighting Bureau. Next: store lighting. 


ee 


BEFORE modernization, lighting standards in work areas were 


w, Causing strain on eyes of workers 


DURING the installation of double lamp strip units, for 


high intensity, low brightness, work continued 


aa 


electronic component assembly plant was awarded 

first place in the industrial division of the 1957 
International Lighting Competition. It was submitted by 
Fred G. Kirchobel, vice president of the San Francisco 
Lighting and Supply Co., San Francisco, Calif 

rhe lighting, consisting entirely of an all-electric ceil- 
ing, was installed in areas totaling 85,000 square feet. 
This consisted of relighting an old building of 45,000 
square feet, and lighting a new building completely sur- 
rounding the old. 

Kirchobel worked closely with the customer, contrac 
tor and manufacturer’s representative before and during 
the installation. In determining that the seeing tasks were 
of a severe and sustained nature, he recommended that 
an average lighting intensity of 80 footcandles should 
be maintained. 

In the new area, double lamp strip units were used 
In the old, fixtures were replaced with typical industrial 
units plus additional strip units to increase the former 
levels to 80 footcandles. 

“As an industrial area, the artistic appearance would 

normally be secondary,” Kirchobel says. “However, the 
choice of lighting automatically raised the esthetic stand- 
ard to the top of industrial considerations.” 
e A High Quality—tThe high intensity, low brightness 
adequacy was achieved wholly by the installation of 
sufficient units—four watts per square foot—plus em- 
phasis on a white plenum chamber—-80% reflection 
factor—and continued cleaning 

The quality of lighting was equal to that usually ob 
tained from continuous diffusing plastic aided by the 
acoustic baffles and balanced brightness pattern of 
selected interior finishes. 

“The customer, whose operation was not interrupted 
during the installation, is convinced he benefited from 
this economical system of lighting,” Kirchobel says 
“It provides direct returns in minimum spoilage, excellent 
employee morale and top production speed 


A’ entry involving new lighting and relighting in an 


AFTER Kirchobel’s job was completed, light intensity averaged 
80 foot-candles, and presented attractive appearance 
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I—Industrial 





2nd—A Natural Lighting Effect 





VAPOR and waterproof units were required in several areas 
throughout the new plant, as shown above 


H° cathode fluorescent units were used by an Aus- 
tralian distributor to light a paper board mill in 
Brisbane. The distributor, whose joint entry was awarded 
second place, is Max E. Wilson, director of technical 
division, Consolidated Lighting Pty. Ltd., Brisbane. The 
co-contestant was F. J. Ryan, chief electrical engineer, 
Australian Paper Manufacturers. 

rhe industrial firm was interested mainly in simulating 
as nearly as possible daylight conditions without 
shadows for a 24-hour day process, and to relieve fatigue 
associated with artificial lighting. 

The job to light the 165,450-square-foot area was 
awarded to Consolidated Lighting because “the distribu- 
tor was cooperative and willing to make small adjust- 
ments to meet our requirements,” Ryan says. “The quality 
of the articles they submitted for approval convinced me 


HOT cathode fluorescent units in mult 
were used extensively in the total area t 


that the product would fully meet the arduous cond 
tions generally met in the pulp and paper industry 
e Benefits Showed—Wilson was able to convince 
prospective customer that although the initial cost fo 
fluorescent lighting would be highe: 
would be cheaper. He showed where transition from 
natural to artificial light would be imperceptible, how 
shadows could be eliminated and how the psychological 
effect would be pleasing 

In addition, the lighting—with a maintained 16-foot 
candle-intensity—provided low surface brightness of fit 
tings, walls, floors, control panel faces and machinery 
Also, there was an elimination of specular reflection on 
all surfaces coming under constant viewing 

The entire—and profitable—job called for m« tha 
1,000 fixtures 


operating costs 


3rd—A Shadow-Free Installation 


N° substitutions were made in equipment used to light 
a furniture manufacturing plant in Athens, Tex. Chris 
Borkholm, salesman for Graybar Electric Co., Inc., Dal- 
las, third place winner, sold the job from start to finish. 

The job originated when the customer moved from 
Dallas to Athens. Borkholm worked with the customer’s 
engineers and factory representative on layout and speci- 
fication, and adhered closely to specifications through bid- 
ding and contract awarding. 

Savings to the customer were made by Borkholm, who 
delivered the fixtures on pallets—by door-to-door truck 
delivery, and who made certain they were spotted around 
the area by fork lift truck and hung quickly and efficiently 
by means of a simple four-wheeled rolling scaffold de- 
signed and built by the contractor. 

The total area to be lighted was 250,000 square feet 
Continuous rows of industrial fluorescent fixtures, to- 
gether with a sufficiently high mounting height reduced 
objectionable glare and yielded a uniform quantity of 
lighting without shadow effects. The average maintained 
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lighting intensity was 50 footcandles 

e Neatly Arranged—Borkholm says that the artistic ap- 
pearance was of little importance in this factory area 
However, he adds that the fixtures were neatly and sym 
metrically arranged at a high mounting height which 
added to the well-planned appearance of the new indus 
trial plant. 

From the lighting job, the customer gained several 
benefits, the salesman says. These included improved 
worker efficiency and morale, easy maintenance due to 
the basic design of the fixture, an upward component of 
lighting and a provision for air circulation past the lamp 
and jeflector, allowing dust particles to pass through the 
unit rather than cause a turbulent circulation around the 
lamp and reflector. 

In addition, Borkholm adds that the basic pattern of 
the fixture placement lends itself to the future economical 
installation of additional lighting equipment of the same 
type, if necessary, with a minimum or no disturbance 
to the existing installation 





How You Can Participate In 


NATION ATL 
ELECTRICAL 
WEEK 


FEBRUARY 9-15, 1958 





‘57 Results Provide Ideas for 1958 


e L. R. Klose II, Klose Electric Co., Kalamazoo—‘“Ciry cel: 
brated NEW with a speakers’ bureau handled through the 
Electric Club. We believe an observance which focuses atten- 
tion of the public on our industry and its importance to our 
way of living will pay dividends. 


e@ Clyde Andrews, Jr., State Electric Supply Corp., Lima, 
Ohio—“Display material used in warehouses, store and on 
trucks for three weeks prior to NEW... . Mailed NEW mat 
rial to 2,000 regular and potential customers. I think such a 
promotional effort has a definite place and should be fostered 
and nourished and it will grow.” 


e@ Miles E. Shorey, Jr., Graybar Electric Co., Inc., Durham, 
N. C.—“The mayor of Durham proclaimed NEW . Th 
writer presented the mayor with a replica of Edison's first lamp 
in the presence of a@ power company executive, the local con 
tractors’ association president, the C. of C. general manage 

I think this observance is very helpful and in the future 
hope to have more participation.” 


e S. Y. Lakin, United Electric Supply Co., Salt Lake City— 
“NEW was spearheaded by the Intermountain Electric Assn 
with the assistance of the utility. Promotion included speakers 
television programs, window displays and a proclamation b 
the governor.” 


e R. M. Johannesen, Johannesen Electric Co., Inc., Greens- 
boro, N. C.—‘This firm set up store and window displays 
organized contests in departments, sales meetings. Aim was to 
get own people promotion-minded so they would in turn let 
our customers know about NEW. 


@ Howard Guilbert, Service Electric Supply Co., San Jose, 
Calif.—Served on community planning committee as distributo) 
representative. “NEW is great. Naturally only beginning has 
been made. But progress in our area was significant.”” NECA 
chapter and SESCO both ran full p&ee newspaper ads, utdty 
sent out dealer bulletin. Firm had digplays banners as well as 
newspaper ad 


e Jack E. Shay, Kendall El¢ctric Supply Co., Battle Creek, 
Mich.—Truck and window banners used by all distributors 
contractors, dealers and utility trucks; Adequate Wiring display 
at Chamber of Commerce; 5,000 NEW comic books and 8,000 
home inspection reports distributed through schools. “We have 
developed our own organization to a very fine degree for the 
1958 NEW.” 











ttgr ALL the programs and promo- 

| tions (we) have been associated 
with through the years were laid end 
to end, the electrical industry long ago 
would have been traveling in outer 
space. We would be at least in the 
vicinity of the moon.” 

The NEW committee chairman, M 
E. Skinner, was thus commenting on 
the “enthusiasm with which the in- 
dustry engages in each new endeavor 

especially a challenging project 
that promises a worthwhile result.” 

National Electrical Week fits that 
description to a tee It gets distribu- 
tors to thinking of their suppliers and 
customers as partners in an electrical 
chain reaction that lights up the sky 
as well as homes and factories 
that powers our industry and our na- 
tional defense effort that makes 
meaningful the “work smarter, not 
harder” phrase that sees more 
new and improved products each 
year than Young Tom Edison ever 
dreamed of—and he was quite a 
dreamer, the man around whose birth- 
day NEW is built 

It aims to get all of the educational 
and promotional programs off the 
ground at once—early in the year 
so that each enforces the other, with 
an effect akin to the Fourth of July. 

But NEW is more than a display 
of industry solidarity and patriotism. 

The electrical industry 1s recogniz- 
ing a new goal: getting a far bigger 
slice of the consumer dollar—one in 
proportion to the services it renders 
to society. 

And every tie with Adequate 
Wiring, Housepower, Live Better Elec- 
trically, Certified Wiring, Light for 
I,iving helps everyone in the industry 
to see more sales, and potentially 
more Rronts : 

Distributors’ reports after the 1957 
observance (see box, left) indicate a 
highly productive response 

Here are othe! Suggestions the na- 
tional committee makes for distribu- 
tor participation 
e Encourage formation and partici 
pate %n local NEW committee activ- 
ities 
e Use NEW as a kick-off for equip 
ment showings and campaigns 
e Conduct special contests to en- 
courage early floor and window dis- 
plays of seasonable items or to boost 
local programs 
e Use and distribute NEW display 
materials 
e Help dealer and contractor ac- 
counts plan NEW activities 

EW believes that distributors can 
put eveg more steam behind NEW 
this year. We see a _ nuclear-fueled 
future for the celebration with even- 
tual confirmation of the theory that 
electricity is what outer space is made 
of. 
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ANNUAL OUTLOOK AND REVIEW 


For Sales and Costs, 


The Outlook Is Up—Slightly 


Nation . 
+3 


° 

HE sales expectancy of the electrical wholesafng 

industry this year is a modest 3% gain. gfhat’s the 

national median of the forecasts (of how distributogs 
feel their own firms will fare) reported in EW’s annual 
sales-and-costs survey. 

The expectations range from up 20% in overall sales 
to down 20%. And while 53% of those reporting look 

efor an increase, 34% anticipate a decline—the largest 
group yet to be on this side of the fence in an EW sur- 
vey. Straddling the fence are 13%: they expect no change 
in their dollar volume from last year’s levels. 

In at least one case, a sales decline will result from 
strategy rather than any lack of business. “Because of 
the credit and price situation, we are deliberately letting 
our volume drop until it (the situation) catches up with 


eo) 


some folks,” comments this distributor 
e Profit Prospects—While a meager majority see the 
sales picture in terms of guarded optimism, the outlook 
for profits is viewed in shades of gray to jet black. “Gross 
margins—down; net profits—gone; everything in con 
fusion” was one extreme variation of a recurrent theme 
Regionally, sales prospects seem brightest in the Far 
West, cloudiest in the Midwest. In terms of biggest bloc 
opinion, this same relativity prevails: 65% of the distri- 
butors in the Far West expect to step up their volume 
this year; in the Midwest, only 46% do 
e Creeping Costs—Following the pattern of recent 
years, Operating costs are expected to rise. Over three- 
quarters of the distributors believe this is in the cards 
for their firms. The national median: up 





1. OUTLOOK FOR SALES 


Some Hills, 
More Plateaus 


Here are the prospects for 13 product 
groups based on how 106 distributors 
forecast '58 sales for their own firms. 


RESIDENTIAL LIGHTING 
FIXTURES 


NATION NORTH MID- SOUTH 
EAST WEST 


COMMERCIAL & INDUSTRIAL 
LIGHTING FIXTURES 


NATION NORTH 
EAST 


|! distributor expectations are realized, dollar sales of 
five product 


groups will rise slightly this year with 
volume for eight others matching 1957 levels. (See 
rapns for median expectations nationally ind regtor 
ully; most dramatic ups and downs are shown in color 
The products most likely to move ahead are: built-in 
tric heating equipment (73% of those reporting look 
for an increase); commercial and industrial lighting fix 
tures (61 say up); motor controls (58% say up); panel 
boards and switchboards (58% say up); wiring supplies 
(54% say up) 
e Heat the Hottest—Electric heating equipment is the 
standout. The median expectation in every re 
increase, with the Midwest anticipating the biggest boost 
A whopping 91% 
pect to push up their electric heating sales. In the words 


gion is an 
of the reporting distributors there ex 
of one, “Electric heating seems to be the big answer to 


increased sales and profits.” 


Measured by median expectations, motor controls and 


MOTORS 


NATION NORTH 
EAST 


LW lekie) ase), ii fe) 8) 


NATION NORTH 
EAST 


FANS AND VENTILATING 
EQUIPMENT 


NATION NORTH MID SOUTH 
EAST WEST 


commercial and industrial lighting fixtures show almost 
parallel prospects. Sales of wirin 
try’s bread and butter—are seen 
all regions but the Northeast. And 


g supplies—the indus 
as gaining slightly in 
except for the Mid- 
west, sales of panelboards and switchboards are expected 
to rise, reflecting in part the growing 
tributors in “engineered” products 
e Lukewarm—For residential lighting fixtures, trans 
formers, power tools, pole line equipment, signalling 
equipment, motors, electric housewares, and fans and 
ventilating equipment, the national medians are no 
change from 1957 (indicated as N. C. on the graphs). 
For most products, this would be a good performance 
The two groups that distributors are relatively least con- 
fident about are fans (with 43% expecting a decline) and 
housewares (with 42% expecting a decline) 


interest of dis 


This analysis of sales expectations is based on an 
ELECTRICAL WHOLESALING mail survey; 54 of the dis- 
tributors questionnaired in late November replied 
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ELECTRIC HOUSEWARES 


NATION NORTH- MID SOUTH 
EAST WEST 


POWER TOOLS 


NATION NORTH SOUTH FAR 
EAST WEST 


SIGNALING EQUIPMENT 


NATION NORTH SOUTH FAR 
EAST WEST 


BUILT-IN ELECTRIC 
HEATING EQUIPMENT 





NATION NORTH MIO 
EAST WEST 
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POLE LINE EQUIPMENT 


NATION NORTH 
EAST 


TRANSFORMERS 


NATION NORTH 
EAST 


PANELBOARDS AND SWITCHBOARDS 





NATION NORTH 
EAST 


WIRING SUPPLIES 


NATION NORTH 
EAST 





IN THE NORTHEAST 


Emphasis on New 


We definitely feel the wholesaler must strive for 
new customers with new products, and a premium will 
be paid for intelligent thinking. We cannot depend on 
increasing our business by selling the same things to 
the same people as we did in 1956-57. We feel there 
will be more small sales, and gross margins may be 
higher because of this fact—but net profits will be lower 

As far as the manufacturer is concerned, we hope 
he will not become panicky with every slight dip in 
sales volume, but will continue to hold prices and 


policies 


Every Sale a Profit 


1958, as you well know, will be a very competitive 
year, and the most important function we and other 
wholesalers will have to perform will be that of making 
sure each and every sale represents a profit 


Loyalty-killer 

We feel the trend of manufacturers to set up resales 
that tend to cut into the profits of the wholesaler instead 
of protecting them displays a dog-eat-dog attitude. This 
breaks down any loyalty that may have existed between 
the two 

As the profits of the wholesaler are squeezed. he will 
look to other fields or will discontinue operating as a 
distributor and operate more as a broker to keep ahead 
of the game. 


Slimming Down 


This will be the year for many changes in slimming 
down toward more restricted distribution by many manu 
facturers 


More Service 


We are going to have to do a lot more in the way 
of service to maintain our dollar volume and to keep 
the customer coming back to us instead of being glamor 


ized into doing business with our big competitors 


With and without Pits 


Re manufacturers’ policies: more cherry pickin 

Good accounts will maintain same status quo and 
will tend to dictate policies and price structures (subject 
to the economic picture). Marginal and crumb accounts 


W il] get worse 


Dismal Possibility 

Our business slipped in September and October 
And November, so far, is flat compared to 1956. If the 
present trend is not halted, then 1958 could be pretty 
dismal. To make matters worse, our spread is the lowest 
it’s been since the war 


. . 
Going, Going... 
Gross margins—down; net profits—gone; everything 


in general confusion 
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IN THE MIDWEST 


What Makes the Difference 


This business is getting more complex every day! It’s 
no different from other fields though; I am firmly con- 
vinced that the “volume happiness boys” are in every 
type of business. And it’s still my opinion that we in 
electrical wholesaling who have enough guts to make 
an intelligent stand for profit will succeed 


Gearing up 

1958 probably will not show any increase industry- 
wide; however, we are gearing our operations to obtain 
better coverage in an effort to increase our sales approxi- 
mately 712% for the year and still maintain the same 
fixed operating costs 

In 1958, you will see a substantial change in manu- 
facturers’ policies. They are realizing more and more 
that the time has come when they must seek their dis- 
tributors rather than try to sell all of them 


Between the Millstones 


Distributors are still caught in the squeeze of mounting 
costs in labor, taxes, overhead. Manufacturers are eroding 
net profits by reducing cash discounts and gross margins 

Lower volume will break some companies whose work- 
ing capital will vanish through their accounts receivable 
becoming uncollectible. 1958 is a good year to be 
in a good, sound position 


Adding Water 


There is an ever-increasing trend for the manufacturers’ 
rep or agent to find outlets for his products. When he 
can’t sell the distributor, he sells someone else at 


distributor prices 


Fervent Thought 
Let’s hope manufacturers won't over-produce and 
glut the market 


Hopeful Sign 

Business will be more competitive with a subse- 
quent decrease in profit margins (in our case, offset by 
sale of residential lighting fixtures). One hopeful sign on 
the horizon is an increasing awareness of profit margins 
and overhead costs coupled with a frank and open dis- 
cussion of them among our local competitors, which 
means that perhaps we can expect less cutthroat pricing 


Two-way Street 

Manufacturers with distributors will have to take 
a realistic view of distributor gross margins of profit. Dis- 
tributors must support in action as well as words their 
loyalty to those manufacturers with good and sound dis- 
tributor policies 


Choosier 
In 1958: more cooperation with top small com- 
panies, less with large companies with too many field 


men 
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About 195 


IN THE SOUTH 


Over-production or Ignorance? 


Frankly, | don’t know whether people are making tox 


much and the public can’t absorb it, or whether everyon 


has gone off the deep end and is trying to give it awa 
Our competitive system is wonderful; we need it! With 
out it, we would perhaps fail completely. But in the eager 
ness to get orders, manufacturers, agents, distributors 
dealers and others have really gone all-out during the past 
few months to make conditions extremely bad 

On the other hand, perhaps this is still the greatest day 
of all to sell. I'm still of the same opinion that there 

vt ’ 


many new people in businesses 10 don't quite unde! 


stand how business operates 


Coming: a Cutoff 


We will drop certain manufacturers who are lukewarn 
on distributor policy 

1958 will be a year of economic adjustment, and those 
distributors who are volume-minded instead of profit 


conscious will be having financial difficulties 


Salesmen on the Spot 


Surely the industry learned in 1957 that net profits 
suffer most from price-cutting and will insist on more 
constructive selling from their salesmen 


On the Crest of a Trend 


Ours is a fairly optimistic outlook—at a time, perhaps 
when optimism is waning. However, it is based upon our 
trend toward positive, creative selling in the field of power 
apparatus and automation equipment. With the prospect 
of a quick upsurge in scientific development, we feel that 
specialty equipment will become an increasingly impor 


tant market. 


Different Yet the Same 


While the type of business may differ, our 1958 
sales will run about the same as 1957. We are holding a 
much tighter policy on credit and looking for more profit 
able if less glamorous business 


Focal Point 


It is becoming necessary to watch credits more 
than ever before to stay in a fairly liquid condition. 


Comes the Dawn? 


Gross margins should improve as distributors 
seem to be waking up... . 


Be Prepared To Pay 


Manufacturers with trends toward lower gross profit 
margins should take a new look. If they expect top dis- 
tributor representation, they must be willing to pay for it. 

Distributors in 1958 will be in a real profit squeeze. 
If we expect to make money, our emphasis must be on 
the higher gross profit lines with a minimum of time, 
effort and expense on the low gross margin business and 
new construction negotiated business 


January, 1958—ELECTRICAL WHOLESALING 


What kind of a year will it be? Here's a 
sampling of the comments EW received: 


IN THE FAR WEST 


Effect and Cause 
Sales eX] 


oftset ¢ 

somewhat less 
Greatest problem 
ect shipments 
Ver margin 


t this competit 


Order—not Anarchy 


Generally ales potential @g 


al discounts f 
tion mM manutacturing 
choking off the potent 

Credit and collectior 
esome. Less room for 

Trade practice 

n to include resale 

Anarchy in business 


Businessmen like childre 


New Tack 


Sales in our area will be 
ard industrial maintenance he comparat costs pel 
init volume are better nd the 


Dollar value of sales may drop 


{ greater 
but should result in 
greater profits since overhead can be reduced 

A very important point will be analysis of customers 
We found in 1957 so far—2 of charge customers 


did 45 of volume 35 of charge customers did 95 


charge volume 


Seeking a Silver Lining 
Some improvement should be hoped for in °58 to the 
benefit of distributors of wiring supplies. Appliances will 


worsen—if that is possible 


Favorable Factors 

If we are to be guided by cut-backs in the avia 
tion industry, we could expect nothing but continued 
cut-backs. However, our thinking is that the continued 
demand for more complete automation in industry in 
order to remain competitive will increase sales of panel 
boards, switchboards, and wiring supplies. The power 
companies probably will push harder to sell heat, which 
will also increase home remodeling and consequently 
cause an increase in the sale of wiring supplies 

We feel that we must reduce our operating costs some 
what, but we do not intend to decrease salaries. We do 
intend to increase efficiency more than we have done in 
the past year. 

The prediction of an increase in our business is based 
on several factors: 1. more concentrated effort on our 
part; 2. improvement in our lines; 3. the fact that at 
least one of our principal competitors is in a precarious 
position because of overextending himself and un 
doubtedly being forced to cut back 


More comments on page 83 
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~<_— OUTLOOK 


Say 


Sliding Off 


Despite a big drop in capital 


spending, industrial electrical 
work will fall only 5% this year 
with a big swing to electrical 
automation and moderniza- 
tion of plants. 


44¢ ATCH-UP”—that’s the key phrase for American industry in 1958. 
It doesn’t describe our attempts to gain on Soviet scientific accom- 

plishment; it profiles our nation’s closing of the gap between its surging 

productive capacity and its actual production and consumption. 

Capital spending plans for 1958, consequently, indicate a dip of about 
$2.6 billion from the 1957 peak of $39 billion. The electrical share of 
the modernization and expansion dollar will drop, too, but not apace. 
Electrical work will amount to $473 million in 1958—a drop of 5% 
from 1957's $498 million—but still well above the 1956 mark of $459 
million. 

@ Of Men and Moons—Sputniks notwithstanding, the increase in de- 
fense spending planned for this year and the next is still relatively small. 
It won't appreciably affect industrial activity until late 1958. After that, 
military expenditures will again become an important stimulus to our 
overall economy. 

e@ Over the Shoulder—As 1957 ended, industry generally was holding 
its own with the exception of several soft spots. There was little talk 
about backlogs—especially in steel. The key industry, which barreled 
into 1957 operating at 100% or better of rated capacity, entered 1958 
coasting around the 70% mark with intentions of chopping capital 
spending plans 24% below 1957. 

Steel’s customers continued to buy on an “available” basis as tight 
credit made cash more valuable than steel. Detroit's auto makers—who 
shaved their capital outlays 29% in 1957 aim for another 30% cut this 
year—bringing their spending back to less than half the 1956 level. 

Industries that use metal planned sharp cuts for 1958: transportation 
equipment—down 16%; metalworking machinery—down 38%; con- 
struction machinery (despite the big highway program)—down 20% 

e The Gainers—But there were bright spots. Electrical machinery 
manufacturers and petroleum refiners planned to boost spending by 13% 
and 5%, respectively. Chemical companies plan only a 4% dip as their 
research and development programs seek new or changed products which 
will then require plant additions or expansions. The same holds true 
for the rubber industry—slated to slice spending by 7% in 1958. 

e Three “T’s”’—What has tempered the no-limits optimism of early 
1957? Time, tight money, and temporary overcapacity. How will they 
affect your sales in 1958? You'll feel the spending cutback—but not as 
badly as salesmen for other industrial products. Why? Because electrical 
work continues to take an increasing proportion of dollars not only in 
new construction, but also in spending for modernization of existing 
buildings. 
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=FOR MARKETS™="NDUSTRIAL MARKET 


In 1958: Modernization to Gain 


e “Powering-up” Surges—Industrial electrical loads are climbing in 
drive hp and powered materials handling. Control, instrumentation, and ,., 
communication involve more elaborate equipment and associated wiring 
systems. 

What's more, accepted lighting levels are doubling about every ten 

years. Industrial air conditioning—now only beginning to catch on 
will require substantial increases in electrical system capacity in the 
future. Another important trend affecting present and future markets in 
industrial and electrical construction is the use of primary and secondary 
networks with large margins of spare capacity to provide for flexibility 
and load growth. 
e Automation: A Hot Angle—It’s no secret that 1958 will be more 
competitive for you. But it will be tougher for your industrial customer, 
too. Though he'll weigh his purchasing, the manufacturer will be more 
receptive to automation—electrical automation that can be his answer 
to cost-cutting headaches. 

Repair and extended maintenance of existing, recently built industrial 
plants should account for increased business. These plants have been 
running on original installations and should need expansion or repair 
supplies. ‘0 hawe roth hare 
@ Up-and-Up—tThe steady trend to industrial use of higher voltages 
will broaden greatly in 1958 as manufacturers seek more efficiency and 
economy. High frequency lighting will make big gains as industrial 
lighting generally reaches higher standards. There will be more and 
better lighting for production and assembly areas. Wall-to-wall illumina- 
tion via electric ceilings will come into its own in 1958. There will be 
greater acceptance of mercury vapor lighting for plants adopting higher 
than conventional voltages. 

Underfloor duct and plug in-type busway distribution should make big 
gains as manufacturers look for more branch circuit flexibility. The use 
of interlocked armored cable will also gain in certain applications 
e@ Watch “Big Stuff’—The trend toward selling engineered products 
will be more pronounced as your customers become interested in pack- 
age applications which will give them the compact, economical power 
concentration and control they'll need to improve production operation 
and their 1958 competitive market positions. 

1958 will see more electrical manufacturers running factory sales 
courses, distributor forums and application schools. This activity won't , , A / . J 
be restricted to the “big stuff.” Manufacturers of bread-and-butter items : ms 
will be equally busy giving training and refresher classes. Object: to help 
you attain a better selling position in what is shaping up as one of your 
toughest years in a decade. The reason: some manufacturers feel that 
too many distributors’ salesmen “fear” selling controls, panelboards, 
power centers, switchgear, etc., because they are relatively unfamiliar 
with these products. The training—they feel—will bring them over the 
hump. Makers of the basic items are out to maintain and build their 
share of a slightly dwindling. or static, market. 

e@ Outlook Is Good—With industrial electrical work dipping slightly, 
with a continued swing to electrical modernization and automation, with F 
the emphasis on cutting costs with electrically powered and connected 
equipment, with the stress on you—the electrical wholesaler’s salesman 

-as the spearhead for the sale of industrial electrical products and ‘he 
creative applications, 1958 should still be one of your better, though 
fiercely competitive, years. 
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Starts Will 


A slight rise in residential 
building is forecast for this 
year after a slump for 1956 
and 1957. Down payment 
limits will still be restricted, 
but the electrical share of the 
building dollar will rise. 








OR THE first time in eight years, new private home starts failed to 

reach the one-million mark in 1957. Following the slump of 1956, 
money spent last year was down by 6% to about $16.5 billion. 

However, the outlook seems better for this year. In 1958, it is esti- 
mated that outlays will rise 6% to approximately $17.5 billion. This 
higher figure for housing is based on an estimated 1,040,000 new 
private home starts. 

@ Fewer Loans Shown—What’s behind this downward trend in home 
building? Industry officials credit much of the slowed pace to the new 
Federal Housing Administration program 

\ survey by the National Association of Real Estate Boards showed 
that lenders hesitated to make many home loans with the new minimum 
down payments authorized under the FHA program. At the same time, 
the interest rate on FHA-backed mortgages was raised and discount 
controls were put on such mortgages. 

Last August, the FHA trimmed down payment minimum require- 

ments on FHA-backed mortgages to 3% on the first $9,000 of ap- 
praised valuation, 15% on the next $6,000 and 30% on the amount 
between $16,000 and the Administration’s insurance limit of $20,000. 
Until then, the downpayment floor was 5% on the first $9,000 and 
25% on the remainder. The maximum permissible interest rate was 
boosted to 548% from 5%. 
e@ Frees Funds—Recent action was designed to bolster housing. Last 
month, Eisenhower “unfroze” $177 million in housing funds. This 
should permit an early start on $150 million worth of construction. 
The move affected military housing, in which $107 million was re- 
leased, cooperative housing, in which $20 million was released and slum 
clearance, in which $50 million was freed 

The real estate group said its survey showed there was lessened avail- 
ability of loan money for both new and existing homes bought with the 
assistance of FHA-backed loans. 

For new houses, the group said, the survey found loan funds scarce 

in 46% of the communities in September, compared with only 34% 
making this report in June. On existing houses, borrowers found loan 
money even less accessible. 
@ Money Still Limited—And as far as “tight money” is concerned, the 
picture does not seem any brighter for 1958. One bank official has 
stated that buyers are not likely to acquire homes with little or no 
down payment for some time to come. He stressed that when infla- 
tionary pressures exist, the best interests of the home buyer himself 
are served by not making home credit too easy. 
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RESIDENTIAL MARKET. 


Set Faster Home Building Pace 


Housing got off to a poor start in 1957, dropping as low as 17 

behind the previous year. Dollar values of housing tended to decline 
less than housing starts, indicating a higher value per unit of current 
construction and the continuation of the trend toward larger and higher 
priced houses. 
@ Better Electrical Outlook—Following the decline for money spent 
in the residential market, the electrical share of the residential building 
dollar dropped slightly—to about $692 million in 1957. For this year, 
however, the picture looks better. Included in the increased building 
starts will be more and better electrical equipment. More electrical ap- 
plances will be included in the selling price of the house, such as 
ranges, dishwashers, exhaust fans, disposal units, refrigerators, air con- 
ditioning and attic fans. 

All in all, the electrical share of residential building will total about 

$774 million. 
@ Public Outlays Good—Another segment of the market which could 
produce good profits is the public residential construction. After leap- 
ing 73% last year to $505 million, outlays are predicted to increase 
again this year. Estimates show a probable increase of 68% for a 
total of $850 million. Electrical share: $29 million. 

In New York State, where residential building is still near the top 
for the nation, private housing starts continued a steady decline. 
Joseph P. McMurray, State Commissioner of Housing, said that home 
building would not begin to meet demand nor would there be a reversal 
in what he described as the earmarks of a business recession until the 
Federal Reserve Board takes even stronger steps to ease the tight 
money market. 

Meanwhile, the Eisenhower Administration has been studying a new 

scheme to provide easier financing deals for modest income home buy- 
ers by insuring part of the loans private lenders make to them. How- 
ever, key Congressmen have called the scheme “hasty and ill-con- 
ceived,” and said it has little chance of Congressional approval. 
@ Programs Will Help—To help you sell electric living, industry-wide 
programs are in full swing now and will continue to bring home to the 
consumer as well as members of the industry the importance of electric 
living. These programs include Housepower, AHLI, Live Better Elec- 
trically and Adequate Wiring. 

Among those promoting better living electrically this year will be 
the National Electrical Manufacturers Association and the National 
Electrical Contractors Association. Adequate wiring programs initiated 
in 1956 and 1957 will be boosted even more in 1958, and will give 
the distributor a greater opportunity in co-operating with his contractor- 
customer in stressing the importance of adequate wiring to the home 
owner and builder. 

Included in these programs are “fix-up” campaigns—programs de- 
signed to increase outlays for repairs and modernization on older homes. 
For last year, a large share of the electrical dollar was included in the 
$3.9 billion home fix-up market. This year it should be even more— 
with your help—in a fix-up market predicted to be about $4.2 billion. 

Each year, the home buyer—and home owner—becomes more con- 
scious of good electrical living. With this year’s increase forecast, your 
share of the residential market should be good. 
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A New High 


The demand for new office 
space will create an uptrend 
in commercial construction in 
1958. After the downtrend of 
1° from 1957, construction 
should increase by 5% this 
year to $3.8 billion. 


A BRIGHTER outlook for commercial construction is forecast for this 
year. In most phases—mainly because of the tight credit situation 
building was down slightly in 1957. 

Latest figures show an estimated $3.6 billion spent for new con- 
struction—down 1% from the 1956 figure. Because of the ever-grow- 
ing demand for new office space, predictions indicate commercial con- 
struction in 1958 will be up 5% to $3.8 billion if the economic picture 
maintains its present level. 

In addition, construction costs probably will advance at a slower 
pace than in 1957. Last year’s costs also advanced slower than in 1956, 
chiefly because of lumber price reductions 

About 17% of the total kilowatt hours sold last year went to com- 
mercial users, a slight increase over the 1956 figure. Electrical work 
going into commercial construction in 1958 will increase slightly over 
the $395 million estimated spent for last years outlays. 

@ A New High—Commercial building should set a new high in con- 
tract awards for 1958. This is indicated in the upsurge in projects mov- 
ing onto drawing boards. 

Construction awards got off to a slow start last year. After the first 
two months, however, the picture changed abruptly. A sharp rise pushed 
contracts to new highs in March and April, and at the end of May, 
building awards were only 6% below the 1956 figure for the same 
period. 

Topping the list for new commercial construction last year were 
office buildings and warehouses. Latest figures estimate an increase in 
this classification of about 11% more than the 1956 figure of $1.6 
billion. This construction should continue to rise another 8% this year 
to about $2,025,000,000. 

In New York alone, there are now about 44 skyscrapers on the 

drawing boards or in the initial phases of erection. They involve about 
20,129,000 square feet of space. Because of the continued demand 
for office space throughout the nation, the same is true, to a lesser 
degree, for other cities. 
@ Modernization Continues—In addition to new office building con- 
struction, older buildings are being modernized. While air condition 
sales were about the same as the 1956 record level, one manufacturer 
indicated that the number of installations was 35% ahead of the 1956 
figure. Along with this, many new or improved electrical systems were 
installed in existing structures. 

For other new construction in the commercial picture, stores, restau- 
rants and garages were down by 12% last year to $1.7 billion. The 
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COMMERCIAL MARKET 


Predicted for Contract Awards 


outlook for 1958, however, seems better, with a rise of 2% to $1.75 
billion predicted. 

Most of the construction in these latter classifications is a result of 
the continued struggle for dominance between the increasing number of 
suburban shopping centers and the retail stores in central areas. Even 
in the suburban metropolitan areas of New York, two huge shopping 
centers were opened last year, bringing to three the total within a 
five-mile radius. 

In 1954, only three of the largest cities reported an increase in 
retail sales for their central districts: New York was up 4.9%; Cleve- 
land up 5.5%; Boston up 2.7%. By September of last year, downtown 
Chicago sales had diminished by 4% while sales in suburban areas were 
up 12%. In Nassau County on Long Island, N. Y., gains were 72% for 
the first nine months. 

The one-week subway strike last month in New York City curbed 

over-the-counter sales estimated at between 20 and 40% compared with 
sales during the same period in 1956. Mail and telephone orders to the 
large department stores, however, increased. Overall sales maintained 
the 1956 level, and then began to climb rapidly at the end of the trans- 
portation tie-up. 
@ Centers Become Problem— Businessmen in central districts are finally 
admitting that construction of new super shopping centers is presenting 
tough competition. Last November, 381 retailers were asked thei 
opinion about competition. 

Only 41% predicted a gain for downtown stores during the 1957 
Christmas season. One year ago, 75% foresaw a downtown gain 

Most downtown retailers see two roads open to them; 

1. Get on the suburban bandwagon by opening branch stores. 

2. Try to revitalize and improve their establishments in the down- 
town area. 

More are favorable to the latter. And this means more money which 
will be spent on modernization. For the distributor, it means more 
wiring, better electrical service and finer lighting. 

Millions of dollars worth of improvements are now on the drawing 

boards. Last year, millions were spent to improve individual stores in 
Boston, Chicago, Louisville, New York and Detroit. 
@ Increase Will Continue—While there is a definite back-to-the-city 
movement by downtown merchants, there will not be a slowdown in 
the growth of suburban centers in 1958. This, in turn, will provide 
continued opportunity for complete electrical installations, including 
outdoor lighting for parking facilities and all-electric ceilings for the 
modern stores. 

Continuing its campaign in promoting adequate wiring in commer- 
cial establishments, the Adequate Wiring Bureau of the National Elec- 
trical Manufacturers Association is planning several advertising cam- 
paigns and industry studies for 1958. 

Commercial lighting will continue to be boosted through the Certified 
Lighting Program. Certified Lighting Bureau officials indicate that the 
electrical share for commercial lighting was increased last year, and 
will continue to rise in 1958. 

One thing is certain: the commercial building picture will be more 
active this year and will provide excellent opportunities for increased 
sales. 
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Slower Rise 


Spending for highway con- 
struction will again top the 
list in this category, showing 
an increase of about 14% 
over the 1957 figure. School, 
hospital and religious con- 
struction also will show gains. 


LTHOUGH the 1958 spending in the institutional market will not 

top last year’s gain of 8%, construction will continue its rise 7% 
to an estimated $14.9 billion. 

Topping the list of public construction again this year will be 

spending for the highway program. Almost $5.5 billion will be spent 
in 1958, a rise of 14% over the 1957 figure of $4.8 billion. Last 
year’s spending for new highways showed an increase of 8% over 
the preceding year. 
@ Program on Time—The long-range Interstate Highway Program 
is on time even though construction contracts during the first 15 
months have disappointed many contractors and suppliers in the 
construction industry who expected much more. Contracts totaled 
only $980 million for the 15 months ending last September. In the next 
three months, contracts began to gain slightly. 

However, a fair test of progress has been the amount of funds for 
engineering, right-of-way and construction contracts which the states 
have obligated. 

To November 1, the states had obligated $2.3 billion, the mark 
projected by the U.S. Bureau of Public Roads. For the first full year 
of the program, obligations hit the estimate of $1.4 million. Also, 
$850 million—more than half of the fiscal 1958 estimate—had been 
obligated in the first four months. 

One reason for construction contracts appearing to lag is that an 
unusually large share of funds so far obligated has been for engineering 
and right-of-way. Later on, this share will drop and construction 
awards will account for more than the 62.5% of total highway program 
obligations. 

For money to be spent for electrical work during 1958 in highway 

construction, the figure is estimated at approximately $260 million— 
much of which will include highway lighting. This figure is up from 
the $231 million spent in 1957. 
@ Education to Rise—Not far behind highway building which will 
be put in place this year is public educational construction. Latest 
figures indicate that about $3 billion will be spent for this segment of 
the institutional market—a rise of 6% from the 1957 figure of $2.8 
billion. 

Recently, Administration officials began considering an offer by 
state governors to take over the controversial proposed school con- 
struction aid program. The plan would allow individual states to 
assume full responsibility for public school construction costs if the 
Federal Government surrendered some tax sources to the states. 
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INSTITUTIONAL MARKET 





Seen for Most Classifications 


rhe offer could add strength to the argument that President Eisen- 
hower should drop his multi-billion-dollar plan for helping states and 
cities build schools. Earlier arguments for dropping the plan were " _ 
based on the fact that it had been rejected by Congress twice. These V0 fpA~1gra 
arguments, also, were reinforced late last year by the fact that the 
Administration wants to lay out a new program for aiding education 
in the face of Russian technological advances, and the need for 
holding down Federal non-defense spending. 
‘ If the states are permitted to take over the school construction 
program, they would require that the Federal Government give up the 
tax on local telephone service and other taxes that can be administered 
effectively by the states. Although the Federal-state group has agreed 
on the states taking over some of the present or anticipated Federal 
spending on vocational education, many administration officials believe 
that the Federal budget overall would not be improved if it dropped 
the school construction program, added a new general education aid 
program and still had to give up tax sources to the states to help pay 
the cost of school construction. 
® Most Awards High—Normally, throughout 1957, public school 
construction contracts were being awarded at a record pace. Except for 
New England, awards ran above those of the same periods in 1956 in 
all regions of the country. The biggest rise reported was 61% for the 
South. However, the Far West, Middle Atlantic and Middle West 
regions also showed sharp increases. 
Along with the rising construction goes rising costs. In New York 
State, for example, the range of costs set a new record high of $16.50 
to $23.19 per square foot for elementary schools. While manufacturers 
of materials and supplies can expect increased market activity in this 
area, builders and taxpayers can continue to expect a parallel rise in 
costs this year, 
As in the past, lighting is an important factor in school construction 
And with the increased activity predicted in this area, opportunities 
seem better than at any other time in the past. 
The same holds true with the forecast for private educational con- 
struction. Although the growth will not be as great, building here 
should increase by at least 3% to $540 million compared with the drop 
by 2% to $525 million last year. 
@ Ups and Downs—Gains in 1958 also are predicted for public service 
; enterprises—1% above the 1957 figure of $395 million; for public 
hospitals which will be up 3% to $340 million, and for private hospitals, ee ee, | Ne 
up 17% to $590 million. 
> Modernization on existing buildings in these categories will continue 
at a rapid rate during 1958, giving the distributor a market worth / 
i investigating. 
On the other side of the picture, construction of military facilities 
will be down 14%, sewage disposal down 4% and water supply con- 
struction down 7%. Religious construction, up 13% in 1957, will not 
increase, which also is true of social and recreational construction. 
Construction for state and local government facilities will increase as 
Federal spending begins to taper off. 
Although construction in this market will increase at a slower pace 
than that shown for last year, it will increase. And the distributor 
will have a wealth of prospects for the sale of electrical materials. 


We ere 


a ee 
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Uncertain, After 


Declining 1957 


Last year's appliance sales tumbled to 
an unwelcome half-billion dollar decline. 


It's anybody's guess what 1958 will do. 


HE APPLIANCE market, which in 1957 fooled prognosticators 

with an unexpected decline, is an uncertain quantity for 1958. Dur- 
ing the past year it slumped to an estimated $8 billion from the 
$8.5 billion total posted for 1956 in appliance, TV, and radio shipments. 

If 1958 should record an upsurge, and many full-line appliance 
manufacturers feel that it will, one reason may be that consumers will 
have more money to spend; disposable income is now running ahead 
of 1956. Incomes have risen appreciably, with steady month-to-month 
increases in all sections of the country being the rule. 
@ Negative Side—These optimistic indications are counter-balanced 
by a number of negative factors. Prices on major appliances were up 
and 1957 housing starts were down roughly 10 per cent. In just two 
years starts fell from 1955’s more than 1.3 million to below a million in 
1957. Still, some optimistic economic sources think that 1958’s starts 
may run as much as 8% ahead of 1957. And, were it not for frozen 
interest rates for money lent under VA and FHA programs, the op- 
timism might be entirely unguarded. Some economists would place th~ 
figure at 1.5 million if the rates were made more attractive financially. 
@ Confidence Is Key—Much of what happens in 1958 will depend 
on the attitude of the consumer—an attitude dependent on the general 
business atmosphere. Business has been anything but secretive about 
its fears, and a shaky stock market hasn't helped improve the reluctant 
condition of the nation’s spending mood. The fact that mortgage loans 
were down in 1957 is a further indication of the public’s unwillingness 
to spend. For a prosperous 1958, dealer confidence will have to be 
maintained where it exists and built where it doesn’t. 

Among specific appliances, washer-dryer combinations led the pack 
in 1957. Total factory shipments for the first nine months reflected a 
95% increase over 1956. However, built-in ranges, which jumped 86% 
in 1956, increased only an additional 5.7% in the past year. Radios, 
whether home, portable, or hi-fi, all showed sizable gains in the same 
nine-month comparative phases. 

On the negative side—housewares were generally down across the 
board, though many distributors were moving to improve their profits 
and handling costs, and in some cases doing so by shucking “volume- 
itis.” 

Many promises and predictions are being made for 1958. One major 
appliance-manufacturer promises no appliance “dumps.” Another pre- 
dicts the appliance-TV dealers’ “march back to profits will begin on 
Main St., USA.” One thing is certain: housewares selling in 1958 will 
be no better or worse than your salesmanship makes it. 
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3. REVIEW FOR REGIONS 






How Regions Fared in Sales of Electrical Wholesale Distributors* 





New East South Middle 
England North Atlantic Atlantic 


Central 


1% 


Nation— -1% 

















* Based on elettrical apparatus 
1957 compared with 1956. Data: Bureau of Census 





x Estimates by Electrical Wholesaling 


ALES of electrical goods wholesalers dipped slightly 

(—1%) for the nation during the first 10 months of 

1957 as compared with the same period in 1956. 
Total 1957 dollar volume on a projected basis would 
be approximately $7.7 billion. Of this amount, apparatus 
and supplies wholesalers contributed sales of about $3.7 
billion—down 1% from 1956. 

Iwo of the nation’s nine regions—New England and 
East North Central—showed substantial declines in sales 
for the 10-month period. None revealed a really hefty 
gain. The majority were in the slight gain or slight loss 
categories. 

e Inflation Factor—How much padding was added to 
dollar volume by price increases, how much was taken 
away by price declines? The composite answer to this 
double question seems to lie on the up-side, despite drastic 
dips in wire and cable prices during the year, 

One thing is certain: as book prices moved up, profits 
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supplies distributors’ sales for first ten months 


Overall: Volume Levels Off 





ne te es oe 


5 6 9 


Mountain West Pacific 
North 
Central 






did not move with them. Price-cutting took care of tl 
contributing to the increasing costs-decreasing margins 
squeeze that continued through 1957. Said a northeastern 
distributor in late November: “Our spread is the ] 
since the war 

There were some distributors who managed to advance 
their profit position and some who managed to hold their 
own. As one of the latter group put it, “We're doing 
O.K., if staying even can be considered O.K 
e Oscillating Index—February was low for the year on 
EW’s Business Index with 151 (1947-49 100). Jan 
uary and March were likewise way down the business 
ladder, each posting a 154 total. In April, the index 
moved to 157. It got up to 165 in May and stayed at that 
figure for June before going on to 169 in July. August 
witnessed a dip to 159; September, a zip to 172. October 
the latest figure available, showed an encouraging climb 
to 177 (high for the year) 







Thumbnail Regional Review 





New England | 








Distributor sales in the New England region during the 
first 10 months of 1957 were down 10% from the same 
period in 1956. The contrast was a sharp one in the light 
of the 23% gain recorded in the first 10 months of 1956 
over a comparable period in 1955. Business was bad in- 
general in this region during 1957. Reason: sizeable drops 
in the machine-tool business and substantial defense cut- 
backs in aircraft production and related industries. Latest 
region per capita income: $2,202, second highest among 
regions. (Connecticut, with $2,673 figure, was second 
among state totals). Average gross weekly wage: $71.01. 
Population gain since 1950: 4.6%. 





Middle Atlantic 











Having lost its industrial leadership to the East North 
Central region, the Middle Atlantic continued strong in 
industrial construction during 1957, particularly in New 
Jersey and eastern Pennsylvania. Distributor sales were 
down 1% (10 months ’57 compared with 10 months *56) 
Sales in 1956, on the other hand, had climbed 21% over 
the comparable period in 1955. Per capita income: $2, 
282, highest regional average. Wage: $83.25. Population 
gain: 7.0% 





East North Central 








Fast-growing Michigan continued to set the pace for the 
other states in the East North Central region in both man- 
ufacturing and population growth (1,208,000 new in- 
habitants since 1950). Cleveland, Chicago, and particu- 
larly Detroit made conspicuous industrial construction 
progress. Aircraft and atomic energy continued to gain 
in prominence. But, as was the case with most of the 
rest of the nation, distributor sales lagged—falling to a 

7% (10 months °57 from 10 months °56). By contrast, 
the 1956 gain over the same 10-month period in 1955 
had been 11%. Latest regional per capita income: $2.,- 
101. Gross weekly wage: $92.52, highest among regions 
(Michigan’s $98.69 led all states). Population gain since 
1950: 13.0% 





West North Central 











Business was still very much on the move, though not 
quite to the extent of 1956, in the West North Central 
region in 1957. Residential construction remained down 
but industrial building continued to gain. Distributor sales 
gained 2% in the first 10 months of °57 compared to the 
first 10 months of °56. (1956 gain: 12%). Per capita in- 
come: $1,601, second lowest among regions. Wage 
$80.58. Population gain 


,/ 





| South Atlantic 








The east coast section of Dixie—the South Atlantic 

was busy in 1957 boosting the manufacturing activity that 
has propelled it into third place in the industrial picture 
Business-minded governors backed by beaverish business- 
men helped their region lure much Northern industry 


62 


South. Still, 1957 wasn’t too-rosy for the distributor sales 
end of it. The first 10 months showed a 2% sales drop 
compared to the same period in 1956. (56 gain: 15%). 
Latest regional per capita income: $1,703 (which varied 
considerably with the states which comprise it. Dela- 
ware’s average was $2,858, highest in the nation; South 
Carolina’s was $1,133). Gross weekly wage: $68.94. Pop- 
ulation gain since 1950: 13.6% 





East South Central 











Despite impressive municipal growth (e.g., Louisville 
since 1950: 100,000 people, 34,000 new factory jobs, $1- 
billion in capital investment) the East South Central re- 
gion seems to be having as many business downs as ups. 
Distributor sales for the first 10 months of 1957 were 
so-so; they showed roughly a 2% increase over the same 
period in 1956 (which in turn represented a 15% gain 
over the standard 10-month measure of 1955). Per capita 
income: $1,208, lowest among regions. (Mississippi's 
$964 was lowest among states). Wage: $63.31. Popula- 
tion gain: 1.9%. (Last two figures are also regional lows). 





West South Central 











About the only loss reported in the prospering West 
South Central region was the one Oklahoma’s Sooners 
incurred when they saw their 47-game winning streak 
snapped. Other than that, this oil-and-industry-rich area 
continued its expansion in the commercial and industrial 
departments. Distributor sales were up 2% (10 months 
57 compared with 10 months ’56). (56 gain: 19%). Lat- 
est regional per capita income: $1,445. Average gross 
weekly wage: $75.53. (Among cities, Baton Rouge’s 
weekly average of $102.54 ran second only to Detroit’s 
$103.88). Population gain since 1950: 9.8% 





Mountain 











The aircraft industry continued to build up as did durable 
goods manufacturing during 1957 in the Mountain re- 
gion. Generally, business held steady and began to pick 
up as the year ended. Distributor sales in 1957 showed 
about a 6% increase for the first 10 months as compared 
with the same period in 1956. (56 gain: 9%). Per capita 
income: $1,806. Wage: $90.61. (Nevada’s $98.16 was 
second among states). Population gain: 22.1%, second 
among regions. (Nevada’s 60.1 increase led all states) 





Pacific 








With California leading the nation in housing starts and 
total population gain since 1950, the Pacific continued 
to make big overall business gains. Plant expansion and 
construction continued to flourish while the lumber mar- 
ket seems to grow almost as fast as the Washington and 
Oregon trees that supply it. Still, distributor sales made 
only a negligible gain (2%) for the first 10 months of 
1957 compared with the like period of ’56. In 1956, the 
gain for the same period was 15%. Latest regional per 
capita income: $2,116. Average gross weekly wage: $91.- 
91, second among regions. Population gain since 1950: 
23.4%, highest among regions 
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SYNROFLASHING % 
protects this roof from 
moisture /eakage... mast 
vibration damage 


All Blackhawk service entrance mast kits fea- give long vears of ce yy ndable, | 

ture this new synroflashing unit. It’s a neoprene formance. Units are easily installe 
roof flashing unit that absorbs mast vibrations in _ ply slip over the pipe and are 
the collar area. The mast can’t work loose, dam- _ the roof. Shingles fit over it easily 
units are available for 2” and 214” pipe 


, pushe d dow} 
1, Synrofl 


age shingles or give moisture a place to seep in 


; 


Synroflashing is weather proof and weather re- Blackhawk service entrance mast 
sistant. Won't crack, peel or rot no matter what hawk’s famous Slip-Fitter head and new 
the atmospheric conditions. Synroflashing units flashing, can be sold as complete kits on 
on the Blackhawk Service Entrance Mast will rate fittings 


Blackhawk Undustries, pubuque, lowa 1%. 
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MEN RESPONSIBLE FOR 
POWER DISTRIBUTION KNOW.., 


AF ITS PARANITE 
(TS RIGHT 





From Power Cable to Fixture Wire... 


you'll find Paranite quality high and service 

outstanding. That’s why such well-known 

as Paranite Parause®; Hydro-Therm®; a comp 

line of RH and RW building wires and the quality 

Parasyn® insulations (approved from size 14 

to 2000 MCM) are used by experienced contractor 
f 


throughout the land. For your next job, specify 


\ ... the wire of proven performance 


) 


its 
UVE BETTER 
“forge 


a ttt! 
#4 
Md {|i 











\ 


\PARANITE WIRE AND CABLE 


DIVISION ESSEX WIRE CORPORATION 


| \ | Pe nj WAYNE 6, INDIANA 


—. PLANTS: *Birmingham, Alo.; Anaheim, Colif.; Jonesboro, Ind.; Marion, Ind.; Tiffin, Ohio 


\ Warehouses* and Sales Offices 


Cleveland, Ohio } \ \\_ Indianapolis, Indiana Omaha, Nebraska *Saint Louis, Missouri 
| ad *Konsas City, Missouri *Portland, Oregon *San Francisco, California 
\} *Los Angeles, California Upper Darby (Philadelphia), Pa. Springfield, Illinois 


Dallas, Texas 
*Detroit, Michigan 


*Chicago, Illinois \\ \ \ Hartford, Connecticut *Newark, New Jersey ochester, New York 
L 


j 
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LOWER LIGHTING COSTS 


with fluorescent fixtures using 


CERTIFIED CBM BALLASTS. 


UP TO 2500 HOURS MORE LAMP LIFE in fixtures 
ising Certified CBM Ballasts. And rated light 


t, too. That’s what tests by fluorescent 


1 1 
lamp makers show 


MADE TO EXACTING SPECIFICATIONS for per- 
formance by 8 leading ballast manufacturers, 
CBM Ballasts are checked and certified by ETL 


And they're UL listed, also 


~ 
WRITE FOR ~ 
FREE BOOKLET 
“Why High Power Factor 
Ballasts cut your 
lighting costs” e 


od 
one 


4 


TROUBLE-FREE SERVICE 
Ballasts provide ass 


Opetatl Nn 








NO POWER FACTOR PENALTY 
because Certified CBM B 


Factor. (Saves on insta 


Eight leading manufacturers now make up 


ERTIFIE) BALLAST MANUFACTURERS 


2116 KEITH BUILDING 


CLEVELAND 15, OHIO 


Participation in CBM is open to any manufacturer who wishes to qualify 


CBM-5-CU 





THE SALESMAN’S TECHNICAL NOTES 
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Pinpoints the Information You Need on 









Magnetic Contactors 


By J. F. McPartland 
and W. J. Novak 


AGNETIC contactors are 
switching devices in which the 
opening and closing of the switch 
actuated by electromag- 

The electromagnetic ac- 
from current 


contacts Is 
netic action 
tion is derived 
through a coil, making it an 
magnet which exerts a force to move 


station- 


passing 


electro- 


set of contacts against a 
contacts 
In general operation, magnetic con- 


one 


ary set of 


tactors are similar to magnetic moto! 
starters. The only difference between 
the types of devices is that the motor 
Starter contains 
devices (usually thermal relay units) 
which are required to protect the 
motor 

The basic type of magnetic contac- 
tor is operated by energizing the 
magnetic operating coil to close the 
contacts and is magnetically held in 
the closed position by maintaining 
current flow through the coil 

If the voltage supply to the coil 
removed, either intentionally or 
through fault in the circuit, the con- 
tacts will open. The coil must be con- 
stantly energized to keep the contacts 
in the closed position. All the time the 
contactor is closed, therefore, the coil 
is consuming electric energy 

Magnetically held 
finding ever wider application in mod 
ern power and light systems for re- 
mote and/or automatic switching of 
ac and de loads. This type of switch 
control of loads is of particular ad- 
vantage where frequent opening and 
closing of the circuit is a requirement 

Standard contactor units are made 


overload protective 


contactors are 


and rated for high inrush current 
loads (tungsten filament—incandes- 
cent—lamps), other resistance loads 


fluorescent lighting loads and to some 
extent for motor loads 

A switching device used to control 
motors must be capable of interrupt- 
ing locked-rotor (or stalled-rotor) cur- 
rent of the motor This is the 
current drawn by a motor when volt- 
age is applied to the stator while the 
rotor is not rotating. It is the condi- 
tion of Maximum operating overload 
Locked-rotor current may run any- 
where from 3 to 8 times the norma! 


loads 


full-load running current of the motor 
A contactor 


may be used to control 
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motor load up to the limit of its 
rated ability to interrupt locked-rotor 
current. Of when a contactor 


is used to control a motor, some pro 


course, 
vision must be made to provide re- 
protection running 

[his protection is normally 
standard 


quired against 
overload 
included in the enclosure of 
motor starters 

To facilitate selection of the prope 
control circuits of 


pilot devices for 


magnetic contactors, some catalogs 
and bulletins 
currents and 

different sizes of 

Another factor involved in 
tion of pilot devices is the voltage ot 
the coil circuit of the contactor. The 
operation coil in a contactor may be 
operated at the same voltage as that 
of the power or light circuit which 
the contactor switches or at some 
lower voltage obtained through a con- 
trol transformer. And if momentary- 
contact pushbuttons are with a 
magnetically held contactor, a holding 
circuit must be established through an 
contacts in the con 


indicate operating coll 


wattage ratings of coi!s 
contactors 


selec 


used 


auxiliary set of 
tactor 

Such an arrangement requires three 
wires for the control circuit of the 
operating coll. If a miaintained-con- 


tact device is used to energize the 

Operating coil, only two wires are 

necessary for the control circuit 
For any particular application, a 


magnetically held contactor must be 
selected on the basis of the load con- 
ditions. Catalog data should be studied 
to determine that the ratings given fo 
any contactor are suited to the type 
of load to be handled 

The mechanically held magnetic 
contactor varies from the basic type 
of magnetically held contactor in the 
operation of the electromagnet as- 
sembly. In the mechanically held con 
tactor, the operating need be 
energized only momentarily to 
the main Then to open the 


coil 
close 


contacts 


contacts, the operating coil is again 
momentarily energized over sepa- 


rate control circuit 
During the time that the main con 


tacts are closed or open, the contac- 
tor operating coil is drawing no 


current and is not energized. In the 
open or closed position, the contacts 
are maintained in their position by 
either some type of mechanical latch 
device or by a permanent magnet as 
sembly 

Because ot the 


definite switchin 





maintained 
type 
s; commonly dis 


nically 


ichion Vilnh mec 


open and closed positions—this 


of magnet contactor 





tinguished from the magnetically 
type by calling it a “remote-contro 
mechanical switch 
which can be operated in remot 


Handle 


between the cor! 


places DV means or! a iong 


the control circuit 
tactor and the pilot 
veing the “handle 

Operating characteristics ft the 


mechanically held contactor 


particular advantages. Because it wil 
not trip out (open) on voltage dips 

failures—as magnetically held con 
tactors will do—the mechanically held 
contactor Ss well suited to use of! 
circuits for lighting or other loads 
where voltage fluctuations do not hurt 


the load devices 
In such f 
contactors would keep dropping out 


circuits, magnetically held 
and disconnecting the load devices. Of 
course, if magnetically held contactors 
are used on circuits with good voltage 
} 


regulation they are just as acceptable 
as the mechanically held type 
Mechanically held contactors are 
currently finding widespread applica 
tion in switching of power and light 
ing feeders and branch circuits 
offering remote control from one o1 
more control points. Such contactors 


are also being used to provide overall 
control of branch circuits in a panel 
board by switching the main buses in 


the panel 


In other cases, split-bus panelboards 


have contactors built into them be 


tween the bus sections, with the con 
tactor switching the feed to one 
section of the bus. In these various 
applications, typical units might be 
rated up t 100-amps with four 
poles 
Magnetic contactors generall 
used as remote switches with manua 
pushbuttons or toggle switches used 
to operate the control circuits. There 
e many applications, however, in 
which the control circuit to the op 
ating coil of the contactor is ops 
ited by an automatic pilot device 
Outdoor lighting circuits and sign 
circuits, for instance, are commonly 


switched by magnetic contactors 


which are controlled by time switches 
In still 


relay 


other cases, various tvpes of 


control are used 


Next Month: Relays 









IDEAS FOR I-T-E DISTRIBUTORS 


Magnetic*Only—£77/ circu; 
able in F, J, K, KL, PN 


° conynuous ratings), 2 oF 3 pol 


Sell Selective Short Circuit Protection 
for Motors and Resistance Welders 





External instantaneous trip adjustment 


In motor control and resistance welding applications, adjustment of protective 
devices to a required setting is important. One of the many features of the ET/ 
circuit breaker is its convenient externallyeadjustable magnetic trip device. When 
it is required to adjust the trip to a finer degree, adjustment is made from the front 
of the breaker without interrupting service or encountering live conductors. The 
range of instantaneous trip adjustment means greater protection for motors and 
resistance welders. When a short circuit occurs, all poles open simultaneously. And 
enclosed terminals protect personnel, yet permit easy cable connecting 

All these extr l in I-T-E circuit breakers—at no extra cost—will be appreci- 
ited by your custor int them out and enjoy extra sales. I-T-E Circuit Breaker 
Company, | Hamilton Sts., Philadelphia 30, Pa te) 


Cogpvenient, exterrially locate? 


adjustment controls 


I-T-E CIRCUIT BREAKER COMPANY 
PHILADELPHIA, PENNSYLVANIA ° 
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BRAND 
CONDUIT FITTINGS 


palace tee LA ATES 

ate 

“e* For years the name “Conduit of Columbus” has 
been the standard of leadership in conduit 
fittings. To positively identify this quality, specif 
the brand name “Columbus” conduit fittings. 
Ask for them by name. 





\ LOOK FOR THIS LABEL 
2) WHEN YOU BUY FITTINGS. 


~ SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS. 








UPLINGS ¢ PIPE NIPPLES * ELBOWS, RIGID & E.M. T. 
iG THREAD ¢ GOOSENECKS * WALL PLATES 


« “eR ME. 


° 
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—. | 
Revolution in I[lumination: 


“VISION-AID® LIGHTING 


For the first time . . . Fluorescent and Incandescent Lighting blended 


IN A SINGLE 
MULTI-POSITION 
FIXTURE... 


Here’s an entirely new concept in lighting quality and 
distribution! 


The unique design of the TROMBOLITE reflector makes 
full use of both fluorescent and incandescent light 
sources — to produce higher levels of illumination with 
a minimum of undesirable glare. Result: illumination 
that’s easier on the eyes, plus a light distribution pattern 
that provides complete uniform coverage over the entire 


work area. 


Glide-Action TROMBOLITE adjusts to thousands of positions 


ARM EXTENDS by smooth G-I-i-d-e A-c-t-i-o-n 


Na 
REFLECTOR TILTS, SWIVELS to any needed angle. ~ 


TUTS, SWIVELS ACTION CORD | 


ARM TILTS from vertical to horizontal. 


aam TUTS 


ARM ROTATES through 360°, locks at a touch. 


SPRING ACTION CORD extends and retracts with 
the gliding arm. ammeotates * 


List prices (less lamps) 
$24.95 
$19.95 


Modern blue and chromium finish. Choice of mounting bases 
Model FSD-200 — Incandescent & Fluorescent — Screw-Down Mounting 
Model 1SD-100 — Incandescent only — Screw-Down Mounting 


Write for catalog listing complete range of models and prices. 


Dept. EW-158 
qa iv plex CORPORATION © 111 WATER STREET, BROOKLYN 1, N.Y. 
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are eaciet to drive 
hold more weight 


The DIAMOND DHD Hammer Drive 
PN ilaile Mee ticlilelelgeMileliclie mich aeiels 
ale C-il-lelalelal-MelsloMUillin miller Miclmil-telahy 
30 years, has now been greatly im 
proved with a newly engineered de 
sign, featuring 
Internal Ribbed Construction 

The addition of these ribs provide 
variable radial expansion for tight fit 
g-telelael(-tt Mel Mm Zelslelilelsmiimile) (mip 4-mmel 
Zi releliile Mail-Mela-teli-tt Meir ielisl-teMilellellale 
power ever possible. Aluminum anchor 
(oTale Male) @mmeilo)el-reMmmeleihelilh4-1¢ Mi lel] Mamke 
completely rust-proof elaleslelaiire unit 


° 
25, % 


Metal Won't “Creep” 
Special aluminum alloy shield can’t 
‘““creep’’. Because of this, the DHD 
Anchor withstands amazingly high sus- 
tained loads. DIAMOND also supplies a 
complete line of masonry drills and ac- 
cessories. All products are sold through 
qualified distributors. Call or write for 
information today 


IND EXPANSION BOLT CO., INC. 
500 North Avenue * Garwood, New Jersey 


Branches: Atlanta, Boston, Chicago, Dallas, Denver, Detroit, Los Angeles, Minneapolis, New York, Philadelphio, 
Pittsburgh, San Francisco, Seattle, St. Lovis, Washington, D. C. Also, Montrecl, Toronto and Vancouver, Conade 
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h 
“| The "rr Power-Groove! | 


Ge 

reneral E lectric’s radical new fluorescent lamp design 
) Ip ’ " “ > " "lig 
can give you higher, more economical light levels 


te 


Progress ls Our Most Important Product 


eal cenenat @ tuecraic 








REPRINTS ARE AVAILABLE of the ad picture d above 


e proofs as the ad wi ll appear 
: Progress Is Our Most /mportant Product 


ies of the magaz nes your stomers 


vour regular calls, or mail them to 
pects. See your local G-E Large G E N E P A Lg GB E LE CT R | C 
epresentative for a free supply 
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FOR HAZARDOUS LOCATIONS 


SECOND TO NONE FOR...SAFETY AND ECONOMY...LONG SERVICE LIFE 


CORROSION-PROOF COVER JOINT: 


The metal to metal joints of all explosion-proof Pylets, both 
the ground joint types and the threaded joint types, are 


cadmium plated to maintain the integrity of the flame 


arresting path against corrosion. Only cadmium plate can 
provide this valuable protection on ferrous alloy castings. 





The new EMS motor starters, ECM combination motor starters 
and ECB circuit breakers have cadmium plated, ground cover 
joints plus the following features: 


@ COMPACT RECTANGULAR SHAPE ~ —— 
@ HINGE SUPPORTED COVER 

@ RAIN-TIGHT PROTECTION 

@ COMPLETE ACCESSIBILITY FROM FRONT 

@ MINIMUM BENDING OF CONDUCTORS 

TAPERED TAPPED HUBS 


ERC Push Button Stations ERP Pilot Lights 


Sold Nationally Through Authorized Distributors. Write for Literature. 


THE PYLE-NATIONAL COMPANY 
WHERE QUALITY IS TRADITIONAL 
1352 North Kostner Avenue, Chicago 51, Illinois 
SINCE 1897 BRANCH OFFICES AND AGENTS IN PRINCIPAL CITIES OF THE U.S. AND CANADA + CANADIAN AGENT: THE HOLDEN CO., LTD 


MONTREAL + RAILROAD EXPORT DEPARTMENT: INTERNATIONAL RAILWAY SUPPLY CO., 30 CHURCH ST. NEW YORK 7, NY. - 
INDUSTRIAL EXPORT DEPARTMENT: ROCKE INTERNATIONAL CORP., 13 E. 40TH ST. NEW YORK 16, N.Y. 


CONDUIT FITTINGS + PLUGS AND RECEPTACLES + LIGHTING FIXTURES + FLOODLIGHTS 
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First portable cord for mill and 
plant use designed with tough, oil- 
resistant Type MD 
sheath in Industrial Red for ready 
Identification. *(Mill Duty). 


neoprene 


(Mill Duty) 
RED-D-Prene 








MOND DUF 





Thermoplastic insulated and jack- 
eted non-metallic sheathed cable. 
Retards flame and has excellent re- 
sistance tO moisture, corrosion, 
fungus, abrasion. Listed by UL. 
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A continuing 
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Diamond 
DUF- 
Type UF 








Non-sticking, smooth and easy to 
pull, Diamond DTX will not flake 
off. Moisture and flame resistant, it 
is clean to handle and strips easy. 


Diamond DTX° 
Non-Metallic 
White Sheathed 
Cable 


Flexible steel armored cable ideally 
suited for general lighting and wir- 
ing in non-fireproof homes. 
Available in two, three and four 
conductor. 


Diamond ABC 
Armored 
Bushed Cable 





May be used without conduit from 
pole to building and down side of 
building in places not subject to 
mechanicalinjury. Listed by Under- 
writers’ Laboratory. 


Service 
Entrance Cable 
(Armored and 
Unarmored) 








Diamond three-wire range cord 
sets are 36” long. Have rubber 
molded cap, molded on rubber 
jacketed cable—are complete with 
steel strain relief. UL approved 


Diamond 
Range Cord 
Set 


DIAMON D 


WIRE and CABLE Company 
Sycamore, Illinois 


WAREHOUSE: BIRMINGHAM, ALABAMA 
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BUILDER-OWNER 


STANLEY R. BROFF 
10 EAST END AVENUE 


ARCHITECT 
NEW YORK CITY 


H. I. FELOMAN 
ELECTRICAL ENGINEERS 
AND CONTRACTORS 


ZWICKER ELECTRIC CO N 
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ROTO-G6LO. HIGHLIGHTS 
ThE LUXURY LOOK... 


One of New York's Newest Apartment 


Residences Features Roto-Glio 


No. 1591.1! No. 1581-l , : : . 
STRAP TYPE P&S DESPARD TYPE The experts agreed only Pass & Seymour’s whisper-quiet, glow-in-the- 


Pin mene Biwhi ws dark Roto-Glo offered a beauty, convenience and test-proved functional 
perfection to match the modern interior of the outstanding new 22-story 
Combined with the 1500-1! apartment residence, 10 East End Avenue, New York City. 
pe skpigt More and more of today’s most advanced planners are turning to 
tomorrow’s finest switch —P&S Roto-Glo. It’s the best answer to modern 
architecture’s demands. 








Duplex Outlet is 
the ideal @ Operates with quiet feather-light Screwless terminals for quick, easy 
quarter turn. installation. 

complement to 


@ Extra heavy construction... large, 
R Gl a Soft luminous glow in the dark 


non-oxidizing silver alloy contacts. 
@ Full 15 Ampere rating for fluores- For information on any of the wide range 


of P&S quality wiring devices, write 
cent and incandescent loads. Dept. AR-23. 











PASS €@€@ SEYMOUR, INC. 


SYRACUSE 9, NEW YORK 
60 E. 42nd St., New York 17, N.Y. 1440 N. Pulaski Ra., Chicago 571, Ill, 
In Canada; Renfrew Electric Limited, Renfrew, Ontario 


MAKE THE COMPLETE JOB COMPLETELY P&S 
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Here's the newest Swanson Range Hood—AND—the one that could easily 


become the leader of the line. 


The STATESMAN vents directly out the back through the house wall. It 
wastes no cupboard space and requires no venting pipes. Consequently, installa- 


tion is extremely easy and inexpensive. 


lhe unit comes complete with motor, enclosed light and push button switches 


This Swanson Statesman Range Hood is 
H 
ivailable in the following decorator color 


schemes and sizes: 


FINISHES: White Enamel « Coppertone « 


Stainless Steel Antique Copper . Wrought 
Iron Black ¢ Yellow, Pink, Turquoise 
SIZES: 24” 30” 36” 39” 40” 42” 48” 


; MANUFACTURING COMPANY 
Write for free folder giving complete line of Swanson products. 607 S. WASHINGTON 
OWOSSO 1, MICHIGAN 
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Assure safe, “worry-free” splices by using 
tapes that are cable compounds... 


In a safe, ‘“‘worry-free’’ splice, the 
wall of electrical insulation around 
the connector is built up with a tape 
made with a cable insulation com- 
pound. The sheath, an extension of 
the cable’s protective covering, is 
composed of a weather-, chemical- 
and abuse-resistant tape made with 
a cable sheathing compound. In 
other words, the splice . . . far from 
being a weak link in the cable... 
can be every bit as reliable. 
Okonite splicing tapes are true 
cable compounds. The same ingredi- 


ents are used in both. For example, 
Okolite Tape is made of the same 
basic compound as Okolite high 
voltage cable insulation. Okoprene 
Tape corresponds to the service- 
proved Okoprene cable sheath. Both 
of these materials—Okolite and 
Okoprene—have been specified by 
leading industrials for over 20 years. 

Free samples of the Okonite 
Tapes are yours for the asking. 
Write to ““Tape Dept., The Okonite 
Co., Passaic, N. J.”’ and you'll 
promptly receive a trial kit contain- 


ing a roll of Manson Friction Tape, 
Okonite Low Voltage Insulating 
Tape, Okolite High Voltage Insu- 
lating Tape, and Okoprene Sheath- 
ing Tape. 





YOUR COMMUNITY'S LEADING 
ELECTRICAL WHOLESALER IS 
THE AUTHORIZED DISTRIBUTOR 
OF OKONITE QUALITY TAPES. 














_-~ INSULATED CONNECTORS 


THE NEW CONCEPT IN FITTINGS THAT 
REDUCES WIRE PULLING EFFORT UP TO 50% 


Insulating Bushing Look for the bright blue insulation 


ANOTHER NEW T&B ENGINEERED EXCLUSIVE — 
STANDARD The First Line of Self-Insulated Raceway 
RIGID Fittings! Just look at the many benefits you get 
with these new “insulined” fittings. 
CONDUIT . 


They are the EASIEST to Install 


Factory-assembled, the Insuliner is a permanent 
part of the fitting — it can never come loose 
or pull out. The slippery insulined throat 


Insulated Chase Nipple 
cuts pulling effort by as much as 50%. 





They make the SAFEST Installation 


Because of the nationwide accent on safety, 

the trend is toward insulated fittings in all 
ELECTRICAL locations. Insulated bushings are standard 

fittings today. Extremely tough they are 
METALLIC unaffected by common acids, solvents, 
TUBING moisture or fumes. 





They make the MOST ECONOMICAL 
Installation 
A one-piece fitting makes installation fast and 


easy for maximum on-the-job savings. There 
is no need to add a separate insulating bushing. 





They give the Installation a QUALITY LOOK 


Strong, longer bodies and heavy lock nuts... 
FLEXIBLE 100% visibility... accurate threading... all of 
CONDUIT OR the features you’ve come to expect in a T&B 
Insulated Tite-Bite ‘ ARMORED engineered fitting. 


Connector — straight 


Le z ‘. CABLE Write for free samples and technical data or 
bar >> contact your nearby T&B Distributor. 


S *available soon 


Insulated Tite-Bite Connector — 90° 


As) 
LOOK FOR THIS SIGN— & IT’S THE MARK OF AN AUTHORIZED T &B DISTRIBUTOR 
The complete line of T & B fittings for conductors and raceways is sold only by 
recognized electrical wholesalers. It’s our way of assuring you the service and 
savings of a friendly local source. Call him for all your electrical needs. 


All T&B insuline fit- 
bear i 
ren apnea THE THOMAS & BETTS CO. 
INCORPORATED 
20 Butler Street * Elizabeth 1, New Jersey 
Thomas & Betts Ltd., Montreal, P.Q., Canada 
MANUFACTURERS OF QUALITY ELECTRICAL FITTINGS SINCE 1898 
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A MESSAGE TO AMERICAN INDUSTRY 


ONE OF A SPECIAL SERIES 


Pay Of College Teachers... 
Where The Russians Are The Capitalists 


This editorial deals with a simple question about 
college faculty salaries: Which country pays its 
teachers better, Russia or the United States? It’s 
a good question, with a sadly embarrassing answer. 


That American college and university teachers 
are underpaid is not a novel observation. But what 
has happened to the economic status of their pro- 
fession can be put in more candid terms. As far as 
financial incentives are concerned, we have vir- 
tually socialized the academic profession. Teach- 
ing has become such a poorly paid career, with so 
little prospect of material reward for outstanding 
performance, that it simply does not attract enough 
highly qualified young men and women. 


Ironically, the Soviet Union has deliberately 
ar« successfully used capitalist incentives to 
improve its educational system. Although the 
Russians show an utter disregard of civil liberties, 
they pay their teachers well and confer on them 
all the prestige and privileges the Soviet society 
can offer. Russian professors, together with party 
officials and scientists, have become the privileged 
upper class of a supposedly classless society. 


Incentives To Be A Teacher 


To be a college teacher requires high intellectual 
competence and long, sometimes costly, formal 
training. Aside from the appeal of academic life, 
what incentive does college teaching offer bright 
young men and women? 


In the U. S., the average faculty salary is little 
more than the average income of industrial 
workers. According to the National Education 
Association, the average faculty salary is about 
$5,240. College instructors receive $4,100, associ- 
ate professors $5,730 and full professors $7,100. 
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The average income of U. S. factory workers in 
1956 was $4,580. 


Actually, workers in many industries — steel, 
automobile and petroleum, for example—earn more 
on the average than college teachers. And skilled 
workers often earn more than full professors at 
some of our colleges and universities. 


In Russia, on the other hand, the young So- 
viet graduate can see that it pays — and pays 
very well — to choose teaching as a career. The 
head of a department in a Russian university can 
command a salary of about 6,000 rubles a month.* 
This is about eight times the income of the average 
Russian worker, who earns 750 rubles a month. 


The Russian professor comes off very well in 
terms of what his income will buy. It has been es- 
timated that, based on Soviet consumption pat- 
terns, 6,000 rubles a month is worth about $7,200 
a year — or higher than the average professor’s 
salary in the U. S. Of course, it is difficult to com- 
pare living standards in two countries as different 
as the U. S. and Russia. But particularly in the 
field of science — where the salaries can run to 
15,000 or more rubles a month — it is clear that 
the Soviet professor enjoys a higher real income 
than that offered his American counterpart by a 
much more prosperous economy. 


Incentives To Be A GOOD Teacher 


Russia also offers much higher premiums 
than the U. S. to those who attain distinction 
in teaching. Teachers at the university level earn 
significantly more than teachers in high schools, 
and university instructors can look forward to a 
sharply progressive rise in earning power as they 


* Soviet Education for Science and Technology by Alexander 
Korol of the M.I.T. Center for International Studies 





How Faculty Salaries Compare 
With Industrial Wages 
(Worker's Wage In Each Country = 100) 
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advance to higher positions. The spread between 


the income of a full professor and the lowest aca- 
demic position is greater than fifteen to one. In 
addition, full professors can earn a healthy bonus 
if they are elected to membership in the Russian 
Academy of Sciences. 

In the U. S.., 


average earn less than twice as much as beginning 


by contrast, full professors on the 


instructors. And many college professors earn less 
than public school teachers in large cities. Even 
a full professor’s pay does not compare with earn- 
ings in other professions or in positions in industry 
requiring similar training. The point was well sum- 
marized in a recent speech by Marion B. Folsom, 
Secretary of Health, Education and Welfare: “It is 
nothing short of a national disgrace that we are 
discouraging people who want to teach by offering 
salaries that are far below the levels justified by 
their training and far below the levels which others 
are willing to pay.” 


Our 


teachers, find themselves in a serious predicament. 


colleges and universities, as well as our 


Faced with a shortage of both funds and teachers, 
they cannot reward distinguished performances. 
Limited resources for salary increases have gone 
predominantly to the lower ranks, so that an ade- 
quate number of teachers could be retained. Mean- 
while, potentially fine teachers are being siphoned 
off into better paid occupations. 


The shabby treatment of our teachers threat- 
ens to undermine, not only our educational 


~=-WORKER’S WAGE 


standards, but our free enterprise system itself. 
There is the recent example of a liberal arts college 
which discovered that five of its graduating seniors 
were being offered starting salaries higher than 
those paid any of their professors. It would be sur- 
prising if experiences like this did not place a 
strain on the enthusiasm with which these pro- 
fessors deal with some key aspects of American 
capitalism. 


Also important is the role education is playing 
in the cold war with the Soviet Union. The Rus- 
sians have made great strides in raising the quality 
of their education — particularly in science and 
engineering. Both the number and the technical 
calibre of their graduates are impressive, as recent 
Soviet achievements testify. These successes owe 
much to the generous economic treatment the Rus- 
sians have given their teaching profession. 


A Standard For Faculty Pay 


Earlier editorials in this series have outlined 
various ways American business can help relieve 
the financial plight of our colleges and universities. 
They have suggested that private contributions to 
higher education should average at least $400 mil- 
lion a year over the next ten years if faculty salaries 
are to be raised to adequate levels and our colleges 
are to be able to meet increasing operating costs. 


Another standard for raising faculty salaries pro- 
posed by an American businessman is this: “When 
a teacher’s income gets up to a point w here you 
will suggest to your boy that he ought to give some 
thought to teaching as a profession, then we may 
be approaching the right figure.” 


Russia clearly has set her teaching salaries 
well above the “right” figure. We are nowhere 
near it. What this adds up to is that the Com- 
munists — not we — have become the shrewd 
capitalists in the vital field of education. 





This message is one of a series prepared by the 
McGraw-Hill Department of Economics to help 
increase public knowledge and understanding 
of important nation-wide developments. Per- 
mission is freely extended to newspapers, 
groups or individuals to quote or reprint all 
or parts of the text. 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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RED @ DOT CONDUIT BODIES BY MASON 
OFFER YOU THESE ADVANTAGES: 


1. PLUS STRENGTH! 
RED @ DOT Conduit Bodies are non- 
corrosive aluminum die-castings, engineered 
for strength and to stand up under the 
most difficult conditions. 


2. PLUS PRECISION! 


Machined to exacting standards, they are 
easier to assemble. 


3. PLUS FINISH! 
They have the mirror-like finish of alu- 
minum die castings both inside and out. 


4. PLUS DESIGN! 


They have been designed with twin ob- 
jectives ... maximum strength — maximum 


Available in { | eye-appeal. 


the following series:  sS at : 
s a Send for New illustrated Catalog 


Series ag of complete RED @ DOT Line. 
Sold only through Authorized 
Electrical Distributors 


Series B’ 


Series C’’ 
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THIS 
ADVERTISEMENT appearing in leading electrical publications to 
help distributors sell more Blackburn products. 


vou set Versatility 


PermaCad 


GENERAL PURPOSE 


= * 
_ CHECK THESE PLUS Fittings - 
FEATURES 


@ All fittings may be used on either aluminum or copper conductors. Each fitting accom- 
modates a wide range of wire sizes—few fittings are needed in stock or on trucks. 


@ Installation errors are eliminated on bi-metallic connections. Either groove will accom- 
modate aluminum or copper conductors. 


@ Permacad fittings are available in one or two bolt parallel groove clamps—single and 
double U-bolt clamps. There’s a fitting for every job. 


@ Grooves are contoured to surround conductor and provide large contact areas... 
improving conductivity. 


@ Non-copper-bearing, heat treated aluminum alloys used in all castings. Hardware 
available in either hot dipped galvanized steel or high strength aluminum alloy. Bolts 
alumilited to prevent seizing. 


sk PERMACAD is a complex, heavy duty plating of cadmium and other metals which has exceptionally 
long life. PERMACAD protects aluminum because of its favorable electrogalvanic potential and is 
highly resistant to galvanic corrosion when in contact with copper. 


PGP SERIES PGP 400 SERIES DLC GP SERIES 2U GP SERIES 
One bolt parallel groove Two bolt parallel groove Single U-bolt clamp Double U-bolt clamp. 
clamp. Three fittings clamp. One clamp ac- Four clamps accommo- Six clamps accommo- 
accommodate wire commodates conductors date wire range from 6 date conductors from 1 
ranges from 8 AWG to from 1 str to 400 MCM. AWG to 266.8 MCM str to 397.5 MCM. 
397.6 MCM. 


IMPORTANT: We recommend the use of CONTAX on all 
aluminum and bi-metallic connections. CONTAX is an oxide 
inhibiting compound with an ASTM drop point in excess of 500° F. 


AVAILABLE THROUGH ELECTRICAL DISTRIBUTORS EVERYWHERE 


JASPER BLACKBURN CORPORATION 


1525 WOODSON RD., ST. LOUIS 14,MO. 
WYdown 33-9430 





NEWS FOR THE INDUSTRY 





Summary of Vital Statistics 


1957 sets a record for failures; delinquencies 
increase, extensions abound; collections slow. 


OT SO MUCH melodrama now. 


No mustachioed villain brandish- 
ing the mortgage he’s eager to fore- 
close 

It's much more businesslike today. 

A Chapter XI plea, creditors settle 
for so-much-on-the-dollar. But still it 
means another independent business- 
man forced to the wall. 
e Wholesaling Failures— The year 
1957 will, according to one estimate, 
set a record—in recent times—for 
business failures among _ electrical 
wholesalers. 

Through November 1957, accord- 
ing to Dun & Bradstreet, Inc., a total 
of 32 wholesalers of electrical goods 
failed with a loss to creditors or were 
assigned for the benefit of creditors 
This is more than the total for any 
one year in D&B records dating back 
through 1940. 


e By Type of Wholesaler rhe 


breakdown for 11 months 
wholesalers of electrical mer- 
chandise (general line)—eight fail- 
ures, $323,000 liabilities; wholesalers 
of electrical apparatus and equipment 
-seven failures, $102,000 liabilities 
wholesalers of wiring supplies and 
electrical construction materials—17 
failures, $697,000 liabilities 
e Deadwood?—Liabilities of the 32 
totalled and averaged 
$31,900, indicating that the failures 
were largely among marginal opera 
tors, part-timers, etc. 
e Full Picture—To round out the 
picture, EW questioned A. F. Sher- 
den, president of the Electrical Man- 
ufacturers Credit Bureau, Chicago, on 
the failure trend, the reasons, the out- 
look. 

“Increasing delinquencies all across 
the board” was his first comment 

“Fewer failures” in the second half 


D&B 


1957 


+ 


than in the first half of 1957, Sherden 
reported. “There in the spring, we 
were receiving reports of about 
a week.” 
‘How are 
total 
queried 
thing,” 
still going into the 
time one goes bankrupt, the business 
individuals 


affecting the 


wholesalers?” we 


failures 
number of 
“Well, 
Sherden replied, “people are 
business. Every 


it’s the Strangest 


is sold to some other 
with new capital and, apparently, the 
belief that new blood will help. Con 
solidations, yes; but rarely is there 
real liquidation.” 

e Overly Lenient—"Of course, a lot 
are still in business who should go 
manufac 


some 


continued. “The 
lenient in 


out,” he 
turers are overly 
Cases - 

What happens, Sherden explained 
is that the wholesalers in difficulties 
seek extensions from manufacturers 
‘If the wholesaler is honest, if his 
record 1s good,’ he confided, “he has 
the best chance of getting extensions 
on his accounts payable 

“It’s better if he doesn’t try to make 
deals’ but puts his cards on the table 


Continued on page 8&4 





What Distributors Are Saying About 1958 


tial will be less, so it will take hard and intelligent sel 


Continued from page 51 


> . . 
Competition, Confusion 
Gross margins will be tighter because of increased 
competition; also, higher operating costs and confusion 
in pricing—particularly on wire, boxes, and fittings 


Past Is Prologue 


I don’t believe we will move any more material. Prob- 
ably the same, but will look bigger because of price in- 
creases. Believe ’58 will be like "57—a year of coasting 
on the part of customers. Suppliers will put on much 
pressure because of increased capacity and increased 
sales quotas. Believe 1959 should start things moving 
again : : 


Needed: New Price Schedules 


Big problem—gross margins—require active changes 
in manufacturers’ price schedules, such as was done with 
devices (19-28-38: 15-25-35). 


Less Men, More Machines 


. We have dismissed two people, and we are in the 
process of installing a machine inventory control system. 
which we believe will decrease operating costs slightly 


Reduced Volume, Increased Vigilance 


Selling will be highly competitive price-wise, with 
lower gross margin on reduced sales volume. The poten- 
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ing, plus good management, to stay out of the red 


> 
Deliberate Drop 
Due to the credit and price situation, we are purposely 
letting our volume drop and will continue to do so until 
it catches up with some folks. Our business is off 10 
from 1956 and will be off another 10% next year 


Back for More 

Repair and extended maintenance of existing, recently- 
built industrial plants should account for increased bus 
iness. These plants have been running on original installa 
tions and should need either expansion or repair supplies 


Stressing Selectivity 

It will take more selective selling or specialized 
product selling to hold up gross profit. It seems manufac 
turers are heading toward more selective distribution 
which I believe will be advantageous to the legitimate 
wholesaler 


Tough Taxes 


Federal tax policy is very tough on the small in 
dependent distributor. To plow back any earnings in the 
business, we must roughly pay an equal amount in in- 
come taxes. The requirement that tax be paid three 
months after date of return is also very hard The 
old quarterly payments were much better for us 
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FOR SWIVEL LIGHTS 


PRESCOLITE 
PREFERRED 


HERE'S WHY... 


EXCLUSIVE “‘DieLux"’ 
DIECAST CONSTRUCTION 


Heavy duty 
swivels 
hold 
tension 9 beautiful 
indefinitely finishes to 


choose from 


A-14 


Choice of metal cones; or Fabriglas 
cones, with embedded maple leaves, 
ferns, or rattan. (Also available in 
white. ) 

These are just a few of the features 
that make Prescolite Swivel Lights the 
finest available. 


JR A-1393 
a WITH NATURAL 
MAPLE LEAVES / 


¥\ 

—— 

[a 
~~ 


° 


x 
[XX \ 


B-1394-2 
WITH NATURAL 
FERN LEAVES 


B-1396-3 WITH 
EMBEDDED RATTAN 


AX-14 WITH 
PERFORATIONS 


Swivel lights are 
available in single, 
double or triple 
mountings. 





WRITE FOR YOUR COPY OF OUR 
CATALOG ON THE COMPLETE LINE OF 
PRESCOLITE LIGHTING FIXTURES. 


PRESCOLITE MANUFACTURING CORP. 
2229 4th St., Berkeley 10, Calif. 


Easton Road, Neshaminy, Penna. 


CHUCKLE OF THE MONTH 






































‘Yep, that’s where Jonesey got it just last week.’ 


Summary of Vital Statistics 
Continued from page 83 

with his regular suppliers.” 

e Collections Slow 

that just arent being 

time: there’s the rub 

Started slowing up in their payments 


Recei vables 
received in 


“Contractors 


to suppliers last January, and it has 
been getting steadily more difficult for 
wholesalers to collect from their cus- 
tomers.” That is the story the bureau 
hears most often 

(D&B reports the median collec- 
tion period was 42 days for electrical 
parts and supplies wholesalers during 
1956, latest tabulated year.) 

e No Credit, No Sale—Ever wonder 
just how important credit sales are to 
electrical wholesaling? 

Recently published Department of 
Commerce 1954 Census of Business 
pinpointed the actual 

credit sales, receiv- 

ables, and bad debts in’ merchant 
wholesaling. 
e Third Highest—Electrical appara- 
tus and supplies distributors’ sales on 
credit amounted to 95.6% of total 
sales volume, third highest percentage 
in the nation 

National average for all merchant 


( 


wholesalers was 88.3% of all sales 


figures have 
proportions of 


on credit 

Electrical wholesalers fell into a 
middle group when receivables and 
bad debt statistics are compared. Na- 
tionally, 8.4% of merchant whole- 


saler’s sales were classed as end: 


of-year receivables by the bus ness 
census 

A&S _ receivables vere a little 
higher, at 11.4%, in the midst of a 
3.8% to 18.9 span for all types of 
wholesalers 

Similarly, the 
average was U 14 of sales volume 


Bad debts incurred against electrical 


national bad debt 


wholesalers amounted to 0.19% of 
their total dollar volume, slightly more 
than the U. S. average. The range 
here was from less than 0.01% to a 
h gh of O.5 

e Three Groups The Department 
of Commerce 
wholesaling in to three smaller groups; 


sub-divides electrical 
general-line electrical goods distrib- 
distributors, and 
equipment 


utors, Wiring supplies 
electrical apparatus and 
distributors 

Within this breakdown, 


line distributors led in percentage of 


general- 
credit sales (97.7%), with apparatus 
and equipment wholesalers second 
(95.4%), and wiring suppliers third 
(92.4%) 

In receivables, wiring supplies dis- 
headed the list (12.2%), 


general-line wholesalers 


tributors 
followed by 
(11.1%), and apparatus and equip- 
ment wholesalers (0.12%) 

The spectre of bad debts hovered 
largest over wiring supplies distrib- 
utors (0.26%), diminished for gen- 
eral-line people (0.15%), and slipped 
even further from 


| 


equipment dealers (U }? ) 


apparatus and 
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Si ee ON yma 


when good designers get together... 


They recommend connectors made the ILSCO way 
because they know they get these important added 
benefits: 


e 100% pure electrolytic seamless copper gives 
Ilsco connectors 100% conductivity. The copper is 
cold-worked to preserve its natural properties. 

e Compact, light-weight Ilsco connectors pos- 
sess strength, secureness and capacity equal to or 


CONNECTORS @® FABRICATED TUBES ¢® NEUTRAL BARS 

(S= 

— =<d j | } 

tie ae 

| 

SOLDERING LUGS e¢ STAMPINGS ¢ TERMINAL BLOCKS 
SHADING COILS ¢ WIRE-REINFORCED FUSE CLIPS 
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greater than much heavier and larger cast alloy 
types. You save space, handling trouble and money. 

Ilsco connectors do not overheat. Under normal 
conditions, operating temperatures remain as much 
as 50% below permissible Underwriter Laboratories 
maximums. That means greater safety, fewer trou- 
ble spots in your layout. 

Join the ranks of IIsco’s satisfied customers. 
Find out how much time, trouble, worry and hard 
cash you can save. Write for your free copy of Cata- 
log #50 and samples. Dept. B-1 


CORPORATION 
4730 Madison Road « Cincinnati 27, Oh U.S.A 


Ilsco of Canada, Ltd., 25 Carson St., Toronto, Ontari 





° 


BUSINESS INDEX ‘for October 1957* 





iteeaiiien PICTURE: 


~ g—1947—-49=100% = 1947-49- 
- 240 — Xo 


r— 220 
r— 200 





ESTIMATED 


=|8 








rr a 
—_—_—— 19 
100 

— 80 
60 

40 


INVENTORY 


$9 WA. Med A EO Ne 
1957 





% CHANGE 
Oct. 1957 Sept. 1957 Oct. 1956 Oct. 1955 Oct. 1954 1957 from 1956 
177 172 172 149 130 | 
Inventory ¥- 146 142 154 148 132 —- 


REGIONAL PICTURE: SALES INVENTORY 


(% Change) (% Change) 





From From 1957 From From 
Sept. 1957 Oct. 1956 from 1956 Sept. 1957 Oct. 1956 


4 10 + 2 


EAST NORTH CENTRAL 


WEST NORTH CENTRAL . 


SOUTH ATLANTIC 


EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 


MOUNTAIN 


PACIFIC - 2 0 


**10 months 1957 from 10 months 1956 


*For electrical apparatus, supplies distributors. Source: Bureau of Census 
i due to extreme variation of reported data 


X: Census Bureau recommends these figures not be regarded as official 
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he’s using 
i the Best 

| Ef Electrical 
, Tape... 


Accoware Tare 


Friction Rubber Pliastic 


Send today for our 


most recent bulletin 
describing details. 





Acca et 





WHOLESALE INDEX 





Product (1947-49—100) Nev. 1957 Oct. 1957 % Change Nov. 1956 ‘% Change 


pper, Wire, bare 128.0 128.0 0 159.0 —19.5 
j iding Wire type RH-RW 113.5 110.1 | 148.9 —23.8 
Non-metallic Sheathed Cable 75.1 75.1 0 103.2 —27.2 
Varnished Cambric Cable 153.8 153.8 0 165.5 — 7.1 
Flexible Cord type SJ 134.0 134.0 0.0 148.8 —10.0 


1.9 
2.1 
4.| 
6.9 


6. Light ng Panelboard, fuse ty pe 132.3 132.3 0.0 129 
Lighting Panelboard, circuit breaker type 139.1 139.1 0.0 136 
Safety Switch, 2 pole, type A, 250-volts . 172.4 172.4 0.0 165. 
Safety Switch, 3 pole, type C, 575 volts 180.5 180.7 0.1 168 
Air circuit breaker, 250 volts 179.7 179.7 0.0 179 
Power Panel, fuse type, 250 volts . 143.5 143.5 0.0 143. 
Power Panel, circuit breaker type 149.6 149.6 0.0 149 
Motor Control, a.c., 25-30 hp., 400-440 volts, combination starting switch 182.5 182.5 0.0 177 
Motor Control, a.c., 25-30 hp., 220 volts wae tae 172.6 0.0 163 
Motor Control, a.c., 50 hp., 440 volts . 199.0 199.0 0.0 189 
Motor Control, a.c., 75 hp., 440 volts 172.9 172.9 0.0 164 
Motor Control, d.c., 110 hp., 239 volts 191.4 191.4 0.0 181 
Renewable Cartridge Fuse, 250 volts 7 125.7 125.7 0.0 126 
Non-renewable Cartridg > Fuse, 600 volts 126.3 126.3 0.0 127 
Plug Fuse, 125 volts, non-renewable 111.4 111.4 0.0 Hi 


h>OOmMA SO WMD WS ® NOD Ww Lo 


Motor, d.c., 1/6 hp., 115 volts 14.5 174.5 
Motor 1/4 hp., 110-115 volts 114.1 114.1 
Motor c., 1/2 hp., 220-240 volts 110.4 110.4 
Motor c., polyphase, induction, 3 hp., open sleeve bearing 141.4 141.4 
polyphase, induction, 3 hp° ball bearing 140.1 140.1 
polyphase, induction, 10 hp., open sleeve bearing 154.1 154.1 
polyphase, induction, 10 hp., ball bearing 153.6 153.6 
5 hp. 189.8 189.8 


awe = & oO = Ww 


12 inches 118.4 118.4 
er type, 24-30 in. wheel diameter, direct connected 164.8 164.8 


a oe eS 123.1 123.1 
Drill, production line r 122.2 122.2 
Saw, production line, 6-8 ir 99.8 99.8 
Pliers, 6-in., long nose 196.9 196.9 
Lamp, 60 watt, 110, 115, 120 and 125 volts. Inside-frosted 160.5 160.5 

Distribution Transformer, 15 kva 143.4 143.4 
. Distribution Transformer, 45-50 kva 134.7 134.7 

Dry Type Transformer, 15 kva 143.0 143.0 


Battery, flashlight, type D 189.1 189.1 
Battery, portable radio 'B" pack 67'/2 volts 146.3 146.3 
| Battery, general purpose, No. 6 type I'/2 volts 164.5 164.5 


2-6'/2 inches, 0-300 volts 197.9 197.9 
type, 4-6!/> inches 191.2 191.2 
for instrument transformer, 100-150 volts 176.1 176.1 


automatic pop-up 96.2 96.2 
nder 4 pounds 98.3 98.3 


Cooking range, standard size 106.0 106.0 
Washing Machine, non-automatic, wringer type 112.3 112.3 
Washing Machine, automatic 104.6 104.4 
lroner table mode! 119.7 119.7 
lroner, portable model 113.8 113.8 
Vacuum Cleaner, upright 108.4 108.4 
Vacuum Cleaner, tank 100.0 99.5 
Refrigerator, capacity 7.4-9.5 cubic feet and over 89.9 92.4 
. Home Freezer Chest, 8-!2.4 cubic feet 97.8 97.8 
Water Heater, 52 gallon tank, 230 volts a.c 96.2 96.2 


Radio, table model 97.5 97.5 
Hi-Fi Phonograph, console 103.9 104.9 
93.0 93.0 
70.6 70.6 
Television. console model 70.4 70.4 
Radio-television-phonograph combination 83.5 83.5 


Radio, portable mode 
. Television, table mode 


s are increases. Decreases are indicated by minus sign 


ELECTRICAL WHOLESALING—January, 1958 











There’s no equal for this time, trouble and money-saving 
receptacle! Just seconds to wire...and one hand split-second 
wire release without special tools! Exclusive * 
Slater patent instant side release leaves wires 
straight and clean for immediate rewiring. 
ASK FOR SLATER AND BE SURE YOU GET 
SLATER...THE FINEST WIRING DEVICES 


ON THE MARKET TODAY. Write for Slater Catalog. 


* PAT. 2,795,677 


SEA CLIFF AVENUE, GLEN COVE, NEW YORK « ORIOLE 6-1100 
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ROUND TABLE discu vere 
hase of versified program distributor 
participate n during fast-paced manu 
facturer-education periods at the |-T-E 
t Breaker C n Philadelphia. The 
tr r it r 7 


t citie 


ELECTRICAL 


Wholesaling Goes to a 


Distributor Forum’ 


Here's a camera-and-word-picture of what 16 distributor-representa- 
tives learned by attending a three-day in-the-factory sales course. 


COFFEE BREAKS punctuated precisior 


s tor 


90 


*TOURS INCLUDED explanation®of circuit breaker component 
ndiuicted tr ad 


mpar pe nne 
ipany per € 


IN CHARGE of program was H 


anager aining aid was jig 


. © 
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UTOR, you uncover a poten- 
tial sale for switchgear and 


unit substations. List the preliminary It’s easier 


technical information you should ob 


tain prior to conferring with the field 
engineer.” to stock 


That’s just one of the problems that 
would have confronted you had you 
been among the 16 distributor-repre- 
sentatives who attended a November 
“Distributor Forum” at the I-T-I 
Circuit Breaker Co. in Philadelphia 

To answer it, you would have con- 
sulted with your co-“students” (who 
were broken down_ into separate 
groups) and with manufacturer per- 
sonnel, who were strategically located 
at individual conference tables. 

As a group formulated answers, its 
group chairman would write them 
down, later submitting them to the 
manufacturer’s distributor sales man- 
ager, Hugh Maxwell, who was _ in 
charge of the program 
e Busy Days—But there was much 
more on the three-day agenda than 
solving problems. Distributors were on 
the go from 9 to 5, absorbing back- 
ground and technical data through a 
fast-paced lecture schedule, through 
questioning I-T-E staff members and 
through making guided factory tours 
during which they were able to collate 
theory with practice. 

e How did the distributors react to 
it? The answer given by Bob Coe, 
representing Noland Company Inc. of 
Arlington, Va., was typical. “The ‘ XAT 
change of pace,” he anid, “Was per- It's PROFIT- Ise 

fect. If there’d been too much lec- to stock... 

ture, or too much touring, some of it 

might have become monotonous. But 

the way it was arranged, our interest 

hardly ever got a chance to wander 

“Even apart from the course itself,’ 
said Coe, “there was a great deal to 
be gained in meeting with distributors 
from other parts of the country 
I’m from a non-industrial area,” he ‘of 
added, “and having industrial ac- You get more than a quality line when you handle 
counts explained in detail was a revela- 
tion.” 

e Wide Area—Distributor-represen- seller of them all. . . the Channellock No. 420. 


tatives came from as far eSouth as j j 
ne plier alone are 
Jackson, Miss., (Chester Krieger of Hundreds of thousands of this one p 


“Nh OUR AGENT-DISTRIB 








Channellock pliers. You get the line with the best 


Stuart C. Irby Co.) and from as far sold every year by tool suppliers all over America. 
. north as St. Paul (Charles Leavitt of 


Lax Electric Co. Inc). That’s why these same suppliers tell us “‘It’s 
Comments by delegates about the 

forum included such adjectives as pee aT 

“stimulating,” “smooth,” “provoca- profit-wise to stock the complete Channellock line”. 

tive,” and “well-planned.” : 

° PR Bi 5-08 —Speaking fo1 You will, too. Send for our new catalog. 

the host’s end of it, sales man- 

ager Maxwell said: “I-T-E is new in 

the electrical wholesaling picture and OMPANY 

forums like these are designed more CHAMPION DeARMENT TOOL C 

to create good relationships than to 

cement them, because in many cases 

they didn’t previously exist. Through 

them, distributors learn and we learn.” 


easier to stock just one line of pliers. We find it 


MEADVILLE, PENNSYLVANIA 
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ONE LINE... 
ONE CATALOG 


answers every 
time switch 
need! 


CCH E ES 
. 
Seeeeeeeeeeseeeeeee 


TIME SWITCHES 


63 Job engineered models 
for every type of 
automatic on-off control 


With optional choices of 
raintight, 2 in 1, or flush mount cases 
—wired-in or plug-in models—125 or 
250 volt operation—l to 288 daily 
operations. 


NEW T-RATED INTERMATICS 
GIVE 4 TIMES MORE 
SWITCHING POWER! 


Tungsten-rated to carry in-rush surges of 
more than 8 times their normal 35 or 55 
ampere rating. Non-welding “Alloy-T” 
con{acts and rigid U-Beam blades for 
dependable action on the toughest jobs! 


NEW COMPLETE 
°COLOR 
CATALOG 

FOR YOU 

AND YOUR 
CUSTOMERS 


With 
models, 
and dealer 
18-Ot. 


Switch to the T-SWITCH 


wy 


specifications of all 
separate distributor 
Write for Bulletin 


illustrations and 
available with 
price sheets 


by 


INTERNATIONAL REGISTER CO. 


2624 W. Washington Bivd. Chicage 12, Ii 


92 


standard, 


ane a Be. es 
GREETING GUEST, WW: 


tand utside 


mmand 


Wesco Opens New Branch 


In South New Jersey 


NEW Westinghouse Electric Supply 
Co. branch in Camden, N. J., 
opened officially in late October 
with an open house, which welcomed 
280 customer-guests 
A & S Sales Manager Martin Born 
called the open house “very success- 
ful.” He that business so far 
(the branch had been unofficially open 
weeks prior to the open 
been “exceptionally en- 


added 


for several 
house) has 
couraging.” 
e Good Location 
housing the operation is 10,000-sq ft 
in size and is located on the outskirts 
of Camden where traffic is light and 
parking space ample. These two fac- 
tors, Born at the opening, have 
played a large part in the operation's 


The new building 


said 


“good start.” 

The first 
house in New 
Wesco operations in New 
located in Newark and Trenton), will 
serve an area running on a line from 
Burlington, N. J., to Toms River, 
says Born 
e Contractor Trade The 
branch’s clientele, says Born, is largely 
made up of contractors “Although we 
are,” he says, “doing some business 
with industrial concerns also.” 

The operation at present employs 
15, of whom six are outside salesmen 
Born succeeded to his present position 
from a prior & S sales 
promotion manager of Wesco’s Middle 
Atlantic District 


W esco 


Jersey 


War®e- 


(other 


operation, 
south 


Jersey are 


new 


post as A 


e Command Post—To facilitate ope 
ations during the open house 
up Outside the main 
both equipment 
icturers’ repre 
who were on hand to talk 
Wesco personnel 


a com- 
mand tent was set 
building; in it were 
for games and manuf 
sentatives, 
up their products 


circulated among customer-guests, di 


recting them whenever possible on 


routes that would enable them to see 


the most inventory in the shortest 


time 











CONDUIT RACKS, 


facilitat ) 
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NON-GANGABLE 


é SWITCH BOXES 


| 





YOU CAN ALWAYS 
RELY ON RACO ~IF 





Use them in all locations 
For Dry Walls! For Plaster Walls! 


Quickly and easily installed. Gauge marks on bracket 
show proper position for 3", !/2" and 5"' wall thicknesses. 
Simply align marks with edge of stud and nail down. 





VERSATILE BOXES...ideal for Combination Wiring 


No. 491 and No. 541 have clamps for non-metallic cable. 
No. 551 has metallic cable clamps. All have !/." KO's for 
entry of thin-wall (E.M.T.). 




















BEVEL s SQUARE CORNERS 
CORNERS “ OFFER MORE WIRING ROOM 











No. 491 No. 54! 
3x2x2!/," 3x2x2!/," “ 3x2x2!/." 
BN Clamps for L Clamps for X Clamps for 
Non-Metallic Cable Non-Metallic Cable Metallic Cable 


“A RACO BOX FOR EVERY NEED" 


Be ALL-STEEL EQUIPMENT INC. 


AURORA, ILLINOIS 
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Latrobe 
Electrical 


Products 


There is nothing complex or intricate 
about ‘Latrobe’ Floor Boxes and 
Wiring specialties. 


Their design and mechanism is kept 
simple and sure. 


That is why “Latrobe” products are 
so quick to install and so trouble- 
free in operation. 


Non-Adjustable 
Watertight 
Floor Box 


Unique, practical design 
cuts installation time; 
makes safer job and 
leaves more wire space® 
inside box. Cover plate 
is 3'2” diameter 


Adjustable 
Floor Box 
Designed for tele- 
phone outlet or where 
permanent connec 
tions are made, or as 
a junction box. All 
adjustable boxes are 

fire proof 


“Latrobe” 
Pipe or Conduit 
Clamp 

This clamp is made 

with a double 

safety bite of case 

hardened tool steel 

Two models—Right 

Angle and the Par 

llel support. Each model comes in 10 sizes 
to handle pipe or conduit '2” thru 4 


Insulator Supports 
Fasten porcelain or glass in 
sulators to steel framework 
without punching holes. 4 
sizes—I", 142”, 2” and 212 


Latrobe Products 


Non-Adjustable Floor Boxes 
Adjustable Floor Boxes 
Gang Boxes . . . Cover Plates 
Junction Boxes .. . Nozzles 
Pipe or Conduit Hangers 
Insulator Supports 
Cable Supports Fish Wire 
Staple and Cable Clips 


Write for new catalog 


Sales Representatives in all principal cities. 


iullman 


Manufacturing Go. 


15 JEFFERSON STREET 


Lighting Competition 





135 Entries Win Awards 


Nine lighting authorities review 244 entries, 
select 106 lighting installations for cash prizes, 
designate 29 others for honorable mention. 


HE 1957 International Lighting 

Competition drew a total of 244 
completed entries in the four divisional 
distributors, 
electrical contractors, architects/engi- 
neers, and electric utility personnel. 

The nationally known lighting 
authorities who served as judges made 
a total of 135 awards to these 244 
including 106 cash prize 
awards to 136 contestants and 29 hon- 
orable mention awards to 42 contest- 
ants. In each division, entries were 
submitted in six lighting classifications 
institutional, 


contests fol electrical 


entries, 


industrial, store, office, 
outdoor and residential 

Entries were judged on the basis of 
(1) sales effort, (2) lighting adequacy, 
(3) lighting quality, (4) artistic or es- 
thetic appearance, and (5) customer 
benefits 

e Lighting Authorities—The pane! 
of nine judges was divided into three 
groups as were the six classifications 
of lighting jobs 

¢ Group A entries included indus- 
trial, store, office and institutional 
lighting installations, and totaled 181 
Judging them were Carl W. Zersen, 
chairman, managing director of the 
Chicago Lighting Institute, Chicago; 
C. M. Cutler, in charge of general 
lighting applications, Large Lamp 
dept., General Electric Co., Nela Park, 
Cleveland; and Russell C. Putnam 
professor of electrical engineering, 
Case Institute of Technology, Cleve 
land 

e Group B included all 
types of outdoor lighting and totaled 
Crouch, chai 


entries 


38. Judges were C. | 


JUDGES AND CONTEST OFFICIALS INCLUDED (left to right) Russell C 
C. M. Cutler, Carl W. Zersen, chairman of Group A panel, Berlon C 


man, technical director of the Illumi- 
nating Engineering Society, New York; 
Everett M 
trical engineering, Cornell University, 
ithaca; and Charles H. Goddard, vice 
president, Voicewriter div., Thomas A. 
Edison, Inc., West Orange, N. J 
Strong and Goddard are both past 
presidents of IES 

e Group C entries were all resi- 
dential lighting installations and _ to- 
taled 25. Judges were Miss Myrtle 
Fahsbender, chairman, director of resi- 
dential lighting for Westinghouse Lamp 
div., Bloomfield, N. J.; William fF 
Little, past president (retired) of Elec- 
trical Testing Laboratories, Inc., New 
York; and Edward A. Campbell, man 
ager, Better Light Better Sight Bureau 
New York 

e Competition Totals—The chart 
below gives competition statistics at a 


Strong, professor of elec- 


glance 
All Wholesaler Contractor 
Classification Divisions Division Division 
> ** > + *> * 


Industria 41 20 5 3 13 11 
Store ttt 67 12 10 35 18 
Office 76 47 11 5 18 I 
Institutiona 50 39 a 6 
Outdoor 56 37 5 4 ao FF 
Residentia 43 25 6 4 4 
Totals 377 244 42 28 97 56 
*Total installations entered 
**Entries completed and judged 

(A full list of contractor winners ap- 
pears in this issue—see page 102) 


e International Aspect Awards 
went to contestants in 30 states, the 
Netherlands, Australia and Canada 
There were SIX Winning entries from 
outside the U.S 


Putnam, 
Cooper, com 


Crouch, chairman # Gr up B panel, Everett M Strong 


ghting Bureau 


LATROBE. PA portion, cramer, <-. % 
a f tes Charle H. Goddard and Laurance C Messick, director f Nationa 
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Pheips Dodge 
Habirite-Habirprene! 


Rely on this highest quality cable— 
it works where others fail 


»Py: niv a name 


The term “RR 


quality. Instead of order RR 


Phelps Dodge Habiri e-Habirprene 
years of experience in designing a1 


age cables Habirite-Ha irpre 


highest standards of qua 


Phelps Dodge Habirite insulation, a lly engi 
enncsd. has a enevine deneri. Phelps Dodge Habirprene sl 


, 1 
neered butvl rubber ce 
compound, 18 especial! cle 


abduity record unapproached iny other ty] I 


insulation. Habirite is @1 


insulations for these re 


e Much great resistal » heat and oxidation. This 


with conse quel 


Much greater fal 


high voltage equipme 


Much greater mechani 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


Charlotte, Chicago, Cincinnati, Clevelond, Do 


SALES OFFICES: Atlonta, Birmingham 3., Cambridg ss 
Greensboro, N. C., H t Jacksonv nsas City ©., Los Angeles, Memph Milwoukee, Minnecp« 
Philadelphia, Pittsburgh, Portland, Ore., Richmond, Rochester, N. Y., San Francisco, St. Louis, Seattle, Washir 
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NOW... APPROVED FOR USE ON LINES OF 


PACIFIC GAS AND ELECTRIC CO. 
_, |b. 200 AMP. MANUAL CIRCUIT 


CLOSING DEVICE 


For 120/240 Volts, 3 wire phase 
non-residential services controlled 
by entrance switches or breakers 


rated up to 200 amperes. 


So-Cal ‘‘sur-ground"' raintight con- 
duit hubs are designed for easy 
installation in shop or field where 
they can be inserted in conduit 
knock-out without special dies or 


tools. 


RAINTIGHT GUTTER 
FOR GANGING MORE THAN TWO 
100 AMP. MANUAL CIRCUIT CLOSING 
METER SOCKETS TOGETHER. 


-. F- ¥ Includes connectors for mounting meter can to 


bottom of gutter. All hubs needed in top of gutter 


CONNECTOR FOR should be ordered separately. 


MOUNTING CANS * 
TO GUTTER 


LIVE BETTER Z.!t> Electrically 


Ceormyer™ 


MANUFACTURED BY ALWALT MFG. CO. Sold Through 


CIRCLE A-W PRODUCTS 


COMPANY 
P. O. Box 117] Modesto, (@elitielaitic 


NAED ‘57-'58 Report: 





Sees Better Managed, 
Stronger Distributors 
44] ESS VOLUME and More Profit” 


seems to be the goal electrical 
distributors will be shooting for as 
they enter into what most business- 
men feel is a “breathing spell” in the 
most prolonged and phenomenal bus- 
iness boom in history 
e Big Test Underway—Whether or 
not the wholesale distributor can 
break out of the cost-profit squeeze 
he has been experiencing may be 
indicated in the year 1958. While 
sales and profits of electrical whole- 
sale distributors were down slightly 
from the previous year—for the over- 
all industry—a large number of full 
functioning distributors report sales 
for 1957 up a few percentage points 
and profits improved slightly. The in- 
dications are that the full functioning 
wholesale firm will again emerge in 
a stronger position than ever this year 
But it will be an uphill climb 
against a background of intense com- 
petition, retrenchment, greater selec- 
tivity on the part of both the elec- 
trical distributor and manufacturer, 
and a rash of bankruptcies and mer- 
gers in the distribution field. 
e Better Practices Win—The hand- 
writing has been on the wall for some 
months now. A leveling off in busi- 
ness—in both the construction and 
consumer goods fields—was the ex- 
perience of many distributors in 1957 
Margin rates continued to be inade- 
quate in view of the problems of 
rising payrolls, freight rates and in- 
terest charges for commercial money 
Distributors have had to meet these 
and other increased costs by greater 
efficiency and more careful sales ef- 
fort. The fact that many firms have 
been able to continue progressing 
and expanding in the face of the cost 
and profit squeeze is a tribute to the 
management of the full functioning 
distributors. Inventory reductions, the 
introduction of new methods and pro- 
cedures and a general tightening of 
all expenditures has been the pro- 
gram to combat declining profits. 
A number of economists forecast 
a good business year in 1958. They 
also see the next 12 months as one 
of the most competitive years since 
the end of World War II. This will 
not be a new experience for distri- 
butors in the electrical industry 
However, the competition in 1958, 
contrasted to that of recent years. 
should be a little healthier and on a 
more sensible basis. The marginal 


Continued on page 98 
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CAROL CABLE COMPANY *° Division of the Crescent Company, Inc., Pawtucket, R.I. 


® Portable Cords * Cordsets * Lamp Cords * Welding Cables * Thermostat Wires * Power Supply Cables 
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She World's. 


MOST COMPLETE LINE ELECTRICAL WIRING DEVICES 


WE KNEW IT WAS GO0D— 
UT YOU TOLD US HOW GOOD! 


7 >> EAGLE PARALLEL GROUND 
DUPLEX RECEPTACLE 
with 
DOUBLE WIPE, PHOSPHOR BRONZE 
“T’’ CONTACTS 


Proves to be Industry's Finest! 





FIRMEST, 
MOST RIGID 
DOUBLE WIPE 
CONTACTS 
EVER MADE! 


Retain excellent 
contact after 
6,000 
test insertions 
Cat. No. 8778—: rown 
Cat. 7 827V¥—Ivory UNDERWRITERS’ LISTED © CSA APPROVED 
SA-125V 
Never before a parallel ground receptacle that was acclaimed 
like this one. Unsolicited letters praising it for eliminating 
callbacks, and ever increasing orders keep pouring in. 


FEATURES THAT ELIMINATE CALLBACKS— 
SAVE INSTALLATION TIME 


+ Solidly built phosphor bronze contacts are virtually indestructible. They keep firm, 
proper contact the life of the receptacle. Tests prove if. 


Convenient “breakoff” feature provides 2 separate circuits, if desired. Easy wiring 
holes speed installation. 


Larger head binding screws for modern wiring requirements—staked and backed 
out fo save wiring time—take up to +10 wire. 


Heavy yoke extends OVER ENTIRE BACK of receptacle. Sets better in box, will not 
loosen—no matter how rough the handling. 

Parallel slots are polarized—and accommodate both regular and polarized 2 wire 
caps. ca 

For use on 125 volt grounding systems, with equipment made in accordance with 
the new National Electrical Code. 

Grounding may be accomplished through strap or through hexagonal green grounding 
screw. 


Modern design, no grooves fo catch dust. Sturdy Bakelite body fo meet today’s 
heavy electrical demands. %" long mounting screws attached to strap. 


STOCK IT—SHOW IT—CASH IN ON THE DEMAND. 
SOLD THROUGH WHOLESALERS ONLY. WRITE FOR FREE SAMPLE. 


EAGLE ELECTRIC MFG. CO., INC. 


LONG ISLAND: CITY NEW YORK 
“PERFECTION IS NOT AN ACCIDENT" 





NAED ‘57-’58 Report: 
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operators who have lived off the 
heavy volume of the electrical indus- 
try have felt the pinch of a less-than- 
boom year. 
e More Selectivity Manufacturers 
are culling their distributor lists and 
placing more and more emphasis on 
the soundly financed, full functioning 
distributor. These distributors, like- 
wise, are already in the process of 
reviewing their own manufacturer 
lists with a view to dropping the un- 
profitable lines in their business. 

All this indicates that 1958 will be 
a year in which the full functioning 
electrical distributor will be growing 
stronger—in the eyes of his suppliers 
and customers. The lure of the high 
volume, low profit orders has lost a 
little of its luster. Many distributors 
have already commenced a campaign 
to do less volume and make more 
profit 

There will be fewer distributors 
around in 1958 than in previous years. 
The law of economics is slowly catch- 
ing up with the under-financed oper- 
ators—with the bankers close behind 
This year will see plenty of bargains 
on bankrupt businesses, and a good 
many mergers in our industry. 

This year will also see manufactur- 
ers coming out with more new prod- 
ucts, new designs and new packaging 
in,an attempt to better serve their 
markets. 
e Forward Planning Distributors 
this year will be more conscious than 
ever of the market conditions in their 
own areas that might forecast unfav- 
orable trends in their regions. They 
will watch carefully the rate of build- 
ing permits and the collateral busi- 
ness such as highway construction 
and commercial development. They 
will keep a watchful eye on the pro- 
gress of industrial expansion in their 
areas, especially in any changes evi- 
dent in the backlog of unfilled orders 

It can be anticipated also, that dis- 
tributors will concentrate more on 
fewer lines and carry through their 
full stocking function on these lines 

A general tightening of credit in 
order to reduce accounts receivables, 
along with a return to selling on the 
basis of quality and service are in- 
dicated in the forward planning of 
the full functioning distributors. Those 
distributors who concentrated on 
these two actions in 1957 have fared 
better than the industry in general 





Above is the full text of the 
National Assn. of Electrical 
Distributors year-end report 
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The Cutler-Hammer Unit Breaker 
is the quality safety center 
which can grow with future needs 





Most new homes being built today are expected to grow electrically. New 
circuits will be required for added rooms, for air conditioning units, for 
automatic washers, clothes driers, food freezers, power tools, ete. Such 
additions can require expensive rewiring and costly load center replace- 
ments unless sensible provision has been made for this growth with a low- 
cost, high-quality Cutler-Hammer Unit Breaker. 

Far-seeing architects, contractors and home builders are installing 
Cutler-Hammer Unit Breakers with breaker panels big enough for future 
needs but with only the breaker units needed today. They do this with 
confidence because they know Cutler-Hammer Unit Breakers are quality- 
built for years of service. No product line as adequate and as successful 
in service as Cutler-Hammer Unit Breakers will ever become obsolete in 
the protection it provides. 

On your next job install a Cutler-Hammer Unit Breaker safety center. 
It is the finest and most dependable circuit protection available. Your 
nearby Authorized Cutler-Hammer Distributor is stocked and ready to 
serve you. Be sure to ask him for your copy of the Cutler-Hammer 
Unit Breaker Handi-Log, the complete safety center selector guide. 
CUTLER-HAMMER Inc., 1327 St. Paul Avenue, Milwaukee i, Wis. 
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There is a Cutler-Hammer Unit Breaker for 
every homeowner's electrical future. Avail- 
able in graduated sizes up to 32 single pole 
breakers with a 20) ampere bus or 6 double 
pole breakers and ‘0 single pole breakers on 
a 200 ampere split bus. 


CUTLER-HAMMER 


yh alt 
UNIT BREAKER 
a 





INDOOR OUTDOOR 


MPRIANCEYITH 
G&TION 

v INS 

a ‘ 
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FINEST QUALITY ILLUMINATION 


for year round profitable sales 


* Easy Tach RLM STANDARD DOME 


Any size or style of QUAD socket type reflector with hex 

hole may be converted to the quick connecting and dis 

connecting type by substituting the simple to use EASY 
| 


TACH socket for the regular one-piece '2 inch medium or 
mogul! socket 


* SAFETY HOOD RLM GLASSTEEL DIFFUSER 


An all white unit with opal glass globe and perforated 
reflector to provide maximum diffusion with upward light 
component. Safe and easy to maintain—free from objec 
tionable brightness, glare, or shadow 


* RLM SYMMETRICAL ANGLE 


This style reflector is being sold particularly where side 
mounting industrial illumination is required. With weather 
proof sockets, it is also suitable for outdoor use. IIluminates 
a wide area and affords desired eye shielding 


* RLM DEEP BOWL 


Sold where localized lighting is required such as for ma 
chine tools, over work benches, and along production lines 
also where high intensity illumination is needed over a small 
working area 


Easy Tach RLM HIGH MOUNTING REFLECTOR 


Adapted for use in industrial plants to provide uniform 
illumination where mounting heights equal or exceed 
the spacing distance. This type reflector is entirely 
weatherproof so that it can be sold for outdoor applica 
tions as well as indoor. This unit is also being used for 
gymnasium lighting. Also available in standard socket 
reflector construction as well as with EASY TACH 


See the complete line in our 
reflector catalog No. 10 


QUADRANGLE MFG. CO. 


SZ2S.2PEOQRIA ST. CHICAGO7, ILL 


Manufacturer-Distributor 
Progam to Boost Sales 


CHICAGO Plans for fixture 
manufacturer and distributor partici- 
pation in market development and 
sales training programs—all aimed at 
selling more residential lighting fix- 
tures—will be revealed at a day-long 
conference at Nela Park, Cleveland, 
on Feb 4 

The conference is sponsored by the 
American Home Lighting Institute. 
Its purpose, according to AHLI’s 
managing director Ted Cox, 1s to 
give members an opportunity to co- 
ordinate their own promotions with 
industry efforts to expand the fixture 
market and improve salesmanship. 

Key industry efforts include the 
1958 Live Better Electrically Medal- 
lion Home program, and AHLI’s 
Academy of Light program scheduled 
for presentation at the February con- 
ference 

At the Nela Park meeting, manu- 
facturers and distributors will get 
first-hand information on LBE’s own 
plans to promote Medallion Homes 
as well as information on local util- 
ities’ follow-through plans 

Cox states that he expects AHLI 
members to work closely with local 
utilities in promoting the Medallion 
Home program. This campaign, which 
includes AHLI’s Lighting for Living 
standards—calling for a minimum of 
25 fixtures in the average home—is 
designed to stress increased value of 
all-electric homes. For 1958, the goal 
is 20,000 homes with bronze medal- 
lions showing that they meet LBE 
and Light for Living standards 

Success of the Medallion program 
will guarantee a_ greatly expanded 
fixture market, Cox declares 

“Now that we are faced with an 
expanded fixture market,” he con- 
tinued, “we must have competent sales 
personnel to tap this huge potential. 
For that purpose, the Academy of 
Light has been organized.” 

The academy, AHLI intends, will 
be a sales and market training school 

manufacturers’ and _ distributors’ 
salesmen, contractors and other re- 
lers of lighting fixtures 

Local teachers will first be trained 
at Nela Park and then 20 back to 
their home towns to conduct the 
course 

[The course, as now envisioned, will 
consist of 12 two-hour classes, com- 
posed mostly of slide films and motion 
pictures 

Subjects covered by academy train- 
ing will include fundamentals of light- 
ing, selling on the showroom floor, 
selling to the home builder, financing, 
etc 

[raining is scheduled to begin in 
April 
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WHITNEY BLAKE 


HERE’S 


WHY... e_letea Ze kotiy 


Protects Your Profits 


WHITNEY BLAKE DYNAPRENE and all other WB portable cords are 
sold only through established electrical distributors . . . the 


WHITNEY BLAKE line is the profit-protected line. 


WHITNEY BLAKE produces DYNAPRENE and other portable cords 
by the continuous vulcanizing process that provides a premium cord 


at much less than premium prices. 


For portable cords of good quality that will serve your customers . . . 


and you... best, look into the WHITNEY BLAKE line. 
SS 





DYNAPRENE FEATURES 


HIGH FLEXIBILITY 
LONG FLEX LIFE 


STRONG — TOUGH 
STANDS UP UNDER 
SHOP CONDITIONS 


FLAME RESISTANCE 


2 Well Built Wires Since. 1899 





& & 
(<3 WHITNEY BLAKE COMPANY 





NEW HAVEN 14, CONNECTICUT 
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7 _ ghGiveénRAWLPLUG MASONRY ANCHORS 


no TO ABSORB 
VIBRATION of HEAVY DOORS”... 
says RAWLPLUG USER FOR OVER 20 YEARS 


Modern Doors Inc 
served New York and New Jersey for over 30 years. 
doors are custom made and hung by their own installers 

From 4 to 12 Rawlplugs are used per door—only one size is used—%%” 
x 2” for %” lag bolt. 

“NEVER HAD ONE ‘LET GO’....” says Dan Rice, Foreman. 

“There is considerable vibration and movement in raising and lowering 
There is enough ‘give’ in Rawlplugs to absorb this vibration. If 
I've been using Rawlplugs 


Maplewood, N. J., manufacture overhead doors. They have 
Their heavy industrial 


these doors 
shields are used, they will let go after a period of time 
for over 20 years and never had one ‘let go’. 

We give a one year guarantee against defective workmanship on all 
of our doors. I never have had to go back to replace a Rawiplug.” 


installer uses power tool with Rawl 
drill to drill through wooden beam 
and into brick. Wooden beams 
are used to support springs which 
counterbolance Modern overhead 
door 


After hole is drilled, installer 
places Rawiplug into hole. Note 
that the lag bolt is partially 
inserted into Rawiplug. This per- 
mits the Rawlplug to be pushed 
through the hole in beam and 
into the hole in brick 


Using an electric powered wrench, 
the lag bolt is secured. Eight 
Rawlplugs were used to anchor 
4 beams for spring supports for 
this size door (2 Rawiplugs per 
beam) and 4 Rawiplugs were 
used on surrounding framework 
for each door 





RAWL RAWL HAMMER-SETS 


CALK-INS 


= 


RAWL SCRU-LEADS 


™e RAWLPLUG Co., Inc. 


202 Petersville Road 


RAWL DRILL-HAMMER 





SPRING-WINGS 


New York 


RAWL 
CARBIDE 


New Rochelle, 





WHAT'S NEW WITH CUSTOMERS 





Contractor Winners Named 
In Lighting Competition 

Electrical contractors selected as 
prize winners in the 1957 Interna- 
tional Lighting Competition are as fol- 
denotes joint entry): 

e Industrial Lighting—First prize: 
*A, Walker, Union Electric Co., Phil- 
adelphia; second: *Carl Abrams, Allen 
Electric Co., Inc., Paterson, N. J.; 
tied for third: Edward Morse, Morse 
Electric Co., South Bend, Ind.; Joseph 
M. Burkhart, Chula Vista Electric Co., 
Chula Vista, Calif.; and H. M. Gills, 
Hall Engineering Co., Detroit; honor- 
able mention: *William J. Rudolph, 
Rudolph Electric Co., Chelsea, Mass. 

e Store Lighting—First prize: *A. 
J. Hasson, Phoenixville, Pa.; second: 

Edward J. Stewart, E. J. Stewart, 
Inc., Morristown, N. J.; tied for 
third Edward B. Barber, Indepen- 
dent Wiring Co., Philadelphia; *John 
Staff, Staff Electric Co., Milwaukee; 
and Robert Smith, Jr., Philadelphia; 
honorable mentions: *Victor P. Sarin, 
Sarin Electric Co., Detroit; *Richard 
Haag, Haag Electric Co., Geneva, N. 
Y.; and Walter J. Bovay, Bovay Elec- 
tric Co., Foxboro, Mass. 

e Office Lighting—First prize: 

H. E. Fraser, Langford Electric 
Corp., Minneapolis; second: Walter N. 
Parkes, T. H. Green Electric Co., 
Rochester, N. Y.; tied for third: 
‘William J. Rudolph, Rudolph Elec- 
tric Co., Chelsea, Mass.; J. J. Comper- 
nolle, Kelso-Burnett Electric Co., Chi- 
cago; and *Harry M. Farber, Harry 
M. Farber & Bros., Philadelphia; hon- 
orable mentions: William Black, 
Power Electrical Co., Inc., Wakefield, 
Mass.; and Ray O. Sims, Trowbridge 
Electric Co., Roseberg, Ore 

e Institutional Lighting — First 
prize: J. D. Harrison, Bennie Electric 
Ltd., Hamilton, Ont. (Canada): second: 
Charles A. Holm, Prospect Park, Pa.; 
tied for third: *Sidney Rosset, Marsh 
Electric Co., Chicago; *Walter R. 
Guldi, A. Guldi & Sons, Westhampton 
Beach, N. Y.; and J. D. Brown, Pat- 
terson, Emerson & Comstock, Pitts- 
burgh 

e Outdoor Lighting First prize: 
“Edward B. Barber, Independent Wir- 
ing Co., Philadelphia; second: Richard 


lows ( 


Continued on page 104 











RAWL-DRIVES RAWL MULTI-CALKS RAWL LAG-SHIELDS DRILLS 





These items were digested from 
a recent issue of Electrical Con- 
struction and Maintenance, a 
McGraw-Hill publication. Their 
purpose: to alert you to develop- 
ments and trends reported in 
the operation of two of your biz- 
gest customers—electrical con- 
tractors and plant electrical men. 
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This smart distributor meets short-length requirements the easy way by stocking Rome’s 
handy cartons. Stacked within easy reach, these cartons lead to full utilization 


For your own and your customer’s convenience... 


Stock Rome’s handy cartons of bare and WP 


Rome cartons provide the easiest, fast 


est, and most convenient way to meet 


your customer's short-length wire and 
cable requirements. 

You can avoid cutting special lengths 
off large reels and can give your cus 
tomers quic k. over-the counter SeTVIce 
Trips to the stockroom for short lengths 
take able to 


control your inventory more efficiently. 


less time, and you'll be 
Just toss one or two of these handy 
the front seat of 

your car when vou have a rush orde1 
You don't have to wait for 


Rome cartons into 
to deliver 
one of your trucks to return 
Even inexperienced help can give 
The 


printe d in 


your customers good service. con 


tents of each carton are 
large ty pe on the outside of the box 

You'll save time and money if you 
stock handy, convenient Rome cartons 
Ask your Rome representative for a list 
of Rome’s wire and cable put up in this 
short-length package- or write Depart 
ment 141, Rome Cable Corporation, 
Rome, New York 
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When a customer asks for wire or cabl 
in a short length, he gives him quick 
over-the-counter service with a handy 
Rome carton. Saves his customer’s time 
ind his own 


ROME 
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He doesn’t tie up one o 
| He can 
ly R 


liver a rusl 
couple of th 


tr 


f shelf sy 


pa 


orde! 


c. 


his tn 


; 


nd they're 


CABLE 


ek 


O N 


cartons 1 


I 


ito 


ks to de 


nm 





from 

Porcelain Products... 
combination roof-plate 
and flashing with 


NEOPRENE COLLAR! 





75 FP 
“FLASH-PLATE” 


Standard in 
Series 2075 Mast Kits 


Makes installation 


® QUICKER—fewer parts 
® EASIER—no caulking 


at Less Cost! 





Now, Porcelain Products Mast 

Kits feature FLASH-PLATE, a com- 
bined roof-plate and flashing, plus a 
lifetime, watertight Neoprene collar. The 
“one-piece” feature makes Porcelain 
Products Mast Kits easier to install . . . 
provides a stronger, longer 

lasting, safer entrance mast... 

ALL AT LESS COST TO YOU! 
Flash-plate is heavy, 14 gauge galvanized 
plate. It supports a 2”’ or 24%4”’ mast 

on any roof, neatly and effectively, 

with no caulking needed. Available 
through recognized electrical 
distributors or write for 

further information. 





ELECTRICAL PORCELAIN SINCE 1894 


“Porcelain Products, lac. 


FINDLAY, OHIO 





What's New With Customers 
Continued from page 102 


S. Beckford, Beckford Bros., Electri- 
cians, Haverhill, Mass.; tied for third: 
A. E. Shulzinsky, Olson Electric & 
Hardware Co., Daytona Beach; J. O. 
LeGate, Anchor Metals, Inc., Hurst, 
Tex.; and *William Fosnocht, Wm. 
Fosnocht & Son, Pottstown, Pa. 

e Residential Lighting — First 
prize: S. S. Snyder, Snyder Electric 
Service, Greensboro, N. C. 
Significance to you: Congratulations 
are in order to all of these contractors 
—especially if they happen to be your 
customers. 





Busway System Powers a 
Modern Medical Building 


Electrical distribution in The Medi- 
cal Towers building, Houston, Tex., 
represents modern design and con- 
struction methods. 

Even more important, the building 
itself represents the prototype of a 
new type of structure. Medical Towers 
contains office space for the full range 
of doctor-specialists, with facilities for 
complete treatment and care of out- 
patients; such a hospital-without-beds 
signals a trend throughout the country. 

The electrical system serves heavy 
lighting loads, motor loads and special] 
appliance and equipment loads. 

Although the supply to the building 
is at 480y/277-v, design analysis ruled 
against this voltage level for general 
power and light circuiting. The 120/- 
208-v power and lighting loads repre- 
sented by the medical appliances, 
lamps and other devices would have 
required total capacity of local trans- 
formers costing much more than the 
copper and other savings at 480y/277. 

Vertical distribution at 120/208-v, 
using basement-mounted transformers 
for stepdown, was found to be more 
economical and effective in this case. 
e Demand Factors Important — 
Throughout the 13 floors of medical 
office space (5th to 17th floors) each 
of two busway risers is tapped by a 
225-amp CB supplying two lighting 
and appliance panelboards in parallel. 

It is noteworthy that the nature of 
the loads on these panelboards called 
for skillful application of demand fac- 
tors in arriving at the size and method 
of taps on the busway. 

With a large number of small rooms 
to be individually lighted and supplied 
with general purpose convenience re- 
ceptacles, electrical demand had to be 
related carefully to utilization patterns. 
Significance to you: New types of 
structures serving new functions call 
for thorough predesign analysis. This 
medical building, for example, was 
unable to use 480-v distribution eco- 

Continued on page 106 


ELECTRICAL WHOLESALING—January, 1958 





ia, earl 











Rome’s new service entrance cable is 
designed for modern 100 ampere service 


Neat neutral-gray 
finish over glass 
cotton braid 


Reinforced 
rubberized tape 


moisture seal” 


Concentric 
neutral conductor 


Saturated glass-cotton braid 


Heat- and moisture-resistant 
rubber insulation 
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Rome’s new and improved Type SI 
cable 
quirements for 100 ampere service that 
all the electric 
and air conditioning needs of modern 
living 

In addition, it 


service enirance meets all re 


can handle appliances 


enable 
reduce warehouse inventory levels and 


may you to 


| 


the amount of cable carried in your 


service trucks. You can use the 


cable 


service drop to meter. 3. And 


Sami 
1. From pole to meter From 
trom 
’ 
meter to electric range, clothes drier 
hot wate! he ite! 
Other features include: 


1. The outer glass-cotton braid is fin 
ished to give the cable a neat appear 
ance without sacrificing flame and 
moisture resistance 


2. The glass-cotton braid on each con 


ductor—one red and one black—pr 
identification 

Underwriters 

yperation in et 

tions. A reinforced rubberized taps 

under the weather-resistant oute1 

braid | 

location 

In three 


100 ampere service, Underwriters 


puts the con ct 


] 


conductor construction for 


ipproval makes ] I 
size 38 AWG coppe conductors 
two 3 AWG ( 
AWG neutral 
Specify cable 


for your next job. Contact your nearest 


' 
the use ! 


onductors with 
ynductor 
entrance 


Rome service 


Rome Cable representative for more 
information—or write to Department 
365-B and ask for Bulletin SE-1. 


New 


Rome 


Cable (¢ orporation, Rome York 


ROME CABLE 


c Oo Ff 


P O R 


A T O N 








N PROTECT IMPORTANT WIRING CIRCUITS 
PERMANENTLY WITH 


Positive 
uninterrupted 
electric service 
is assured 

with Electri-Flex 
LIQUATITE . . . 
the liquid tight 
flexible wiring 
conduit. 


LIQUATITE eliminates costly shorts, 
burnouts, slow-ups, re-wiring and 
costly downtime caused by oil, 
chemicals, water, corrosive fumes 
and vapors, grease, dirt, salt air 
and spray, coolants, abrasives, 
weather and other injurious elements 


LIQUATITE positive seal provides 
definite protection of rigid conduit 
plus resistance to abuse, rough 
handling and scuffing. Its complete 
flexibility compensates for equip- 
ment motion and vibration 


ideal for easy, quick installation — 
even for ‘‘hard-to-get-at’’ locations 


In standard Machine Tool Gray or 
Black . . . in condyit sizes from 
-— Oe .. in standard coil 
footage (sizes and foot-marked on 
jacket) . . in easy to handle 
special payout cartons or non- 
returnable reels 


ELECTRI-FLEX COMPANY 
ml ROSELLE, ILLINOIS 


( 

"ee 

Mail coupon for 
complete literature, 
prices and a generous 
sample of LIQUATITE 
flexible wiring con- 


duit. No obligation 
of course. City 


Roselle, Illinois 


Please send, without obligation, your literature, prices and 


Company 
Your Name 


Address 


Electri-Flex Company 


sample of Electric-Flex LIQUATITE flexible wiring conduit 
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nomically; expecting that all large 
office structures of the future wil do 
so would be rash. 


Mountain-top Restaurant 
Employs High Voltage 

4 modern, functional 
system—supplied from a 4160-v line 


serves power and lighting loads of 


electrical 


an unusual dining spot designed in 
Japanese style and perched on a 
mountain top in Suffern, N. Y. 

The Restaurant on the Mountain 
has a dramatic overall lighting treat- 
ment which gives it an eye-catching 
glow as seen from the highway below 
For example, cube shaped lanterns 
and surface mounted floodlights illu 
minate the outside deck walks around 
the side of the building which hangs 
[his lighting 


out over mountainside 
forms part of interior lighting effect 
since walls are all glass 


e System Entrance—The high vol- 
tage supply for lighting and power 1s 
transformed to utilization voltage in 
a transformer room on the ground 
floor of the building, coming in under- 

d 1 4160/2400 y 3 phase 


supply feeder spliced to the 


Vila 
power companys overhead primary in 


t 


a manhole some distance away from 
the building 

e Job Specs nificantly, undet 
wire and cab pecifications stated: 
Wires sizes id +10 Awg shall 
be type ‘R braid solid, unless 
otherwise shown on plans 
sizes 8 Awe ; irger shall be type 
RH’ double bi stranded.” (This 
gave advantage of higher current ca 


pacity smaller than 


#12 vz shall b sed for any branch 


circuit llustrates trend to 
larger size 

Also a_ clue » designers idea 
“Rigid steel conduit shall be used tn all 


exposed locations \v e subjected to 


S Of wire In marl projects) 


mechanical inj en buried in the 
floor slabs or earth or when the size 
of conduit does t the use of 
thin-wall. All conduits when located 
in outside walls or underground shall 
have all joints ‘red 

Note another Armored 
cable shall be used for all concealed 


branch circuit lighting wiring excep 


for ‘home runs’ to panels and exposed 
work in Mechanical Equipment 
Rooms, which shall be thinwall tub- 
ing. Armored cable shall also be used 
for short connections to fractional hp 
utilitv motors.’ 
Significance to you: Trend-spotting 
from job specification study on out- 
standing structures such as this can 
help keep the warehouse stock ahead 
of demand and obsolete materials at 
a minimum. 
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INVESTIGATE THESE 
ADVANTAGES OF A 


FURNAS ELECTRIC 


DISTRIBUTORSHIP 


‘ 


SELECTIVE DISTRIBUTION—No two 
Furnas Electric distributors serve the same 
accounts, 

QUALITY PRODUCT—Furnas Electric 
Motor Controls are designed, manufac- 
tured and tested to constantly out-perform 
all similar devices. 
WAREHOUSING—Furnas Electric looks 
to its Distributors to warehouse its prod- 
ucts and do it profitably. Size of stocks 
are based on local requirements and area 
served. 

PROFIT MARGIN— Distributors enjoy 
substantial profit margins when selling to 
all classes of trade. 

ORDER REFERENCE—Furnas Electric re- 
fers not only inquiries, but direct orders 
to Distributors for handling. 





These and many other advantages can be yours. For full infor 
mation, write or phone today for Distributor Portfolio 5412, 
Furnas Electric Company, 1069 McKee Street, Batavia, Illinois 


FURNAS ELECTRIC COMPANY 


BATAVIA, ILLINOIS 


SALES REPRESENTATIVES IN ALL PRINCIPAL CITIES 


CALENDAR OF EVENTS 





JANUARY 


National Housewares & Home 
Appliance Mfrs. Exhibit 
National Housewares Mfrs. Assn. 
Navy Pier and Drill Hall 
Chicago, IIl 
January 16-23 


Home Improvement Products Show 
Hotel Sherman 
Chicago, Ill 
January 27-29 
Plant Maintenance & Engineering 
Show & Conference 
International Amphitheatre 
Chicago, III 
January 27-30 
Southeastern Electrical Wholesalers 
Assn. 
Eighth Annual Industry Day 
Meeting 
Biltmore Hotel 
Atlanta, Ga 


FEBRUARY 
North Central Electrical League 

9th Biennial Upper Midwest Elec- 
trical Trade Exposition, Con- 
vention 

Leamington Hotel & Municipal 
Aud 

Minneapolis, Minn 


February 2-5 


American Institute of Electrical 
Engineers 
Winter General Meeting 
Statler Hotel 
New York, N. Y 
February 2-7 
National Rural Electric 
Co-Op Assn. 
Annual Meeting 
Dallas Memorial Auditorium 
Dallas, Tex 
February 3-6 


National Wiring Bureau 
14th Annual Wiring Promotion 
Conference 
Statler Hotel 
Detroit, Mich 


February 20-21 


MARCH 
Electrical Equipment Representatives’ 
Assn, 
Annual Meeting 
St. Charles Hotel 
New Orleans, La 
March 5-8 


First National Lighting Exposition 
New York Coliseum 
New York, N. Y 
March 9-12 
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SILENCE IS GOLDEN 
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NEW CIRCLE F NO-KLIK SWITCH 


Everyone is talking about the new innovation in light switches... the 
CIRCLE F Quiet one. 


The CIRCLE F NO-KLIK® Quiet Switch is a superior mechanical switch 
(not a mercury switch) made of heavy sturdy Bakelite with special non- 
welding silver alloy contacts — operates on A.C. current in any position 
for both incandescent and fluorescent lamp loads. No other switch offers 
you a more golden opportunity to cash in on the quiet switch market than 
the CIRCLE F NO-KLIK® Quiet Switch. Contact your local Circle F 
representative or write Circle F direct for more information. 

*3401 and 3403— 15 Amps— 120 Volts A-C{L] 15 Amps — 120-277 Volts A-C 

There are Circle F NO-KLIK® Quiet Switches for Industrial Use, too. 
Identified by Red Moulded Covers on Switches. 


**3421 and 3423— 20 Amps — 120. Volts A-C [L] 20 Amps — 120-277 Volts A-C only 





. PEULULE 
Circle F Mfg. Co. — 
TRENTON 4, NEW JERSEY ELECTRIC 
PRODUCTS LTD 
For your wire requirements: Eastern Insulated Wire Corp.-A Subsidiary MONTREAL’ 9 





Box 591, Trenton, N. J. 





Mh 


% 
“Gorm” 


ree 


NG saw / 
! 24 


TMOTOR SELECTOR GUIDE! 


The Most Effective Motor Sales Aid Ever Devised ! 


This unique “silent salesman” 


tells customer instantly the motor he 


needs...eliminates indecision, stimulates customer to buy now. 


MOTORS 


Here’s Why!... 


e Exclusive Design Features 


* Complete Line 
© Self-Selling Motor Display 


at : 
EMERSON 


ELECTRIC 


of St. Lovis Since 1890 


* Motor Tags, Highlighting 
Motor Features 
¢ National Advertising 
USE THIS CONVENIENT COUPON TO ORDER 
YOUR FREE MOTOR SELECTOR GUIDE TODAY 
» 
cae Gee ee aoe ret 


THE EMERSON ELECTRIC MFG. CO., Dept. m-154 
ST. LOUIS 21, MO Fs] 


Send me o Free Motor Selector Guide 
Nome_ 4 
Company 

ae 


City. 


Stote_ 


a 


Zone 


Intermountain Electric Assn. 
Annual Meetirg 
New House 

Salt Lake City, 


March 15 


Utah 


Edison Electric Institute 
24th Annual Sales Conference 
Chicago, Ill 
March 24-27 


Electrical Maintenance Engineers 
Assn. of Southern California 
Ninth Biennial Electrical Industry 
Show—Maintenance Conference 
Shrine Exposition Hall 
Los Angeles, Cal 
March 27-29 


APRIL 


Southeastern Electric Exchange 
Annual Conference 
Boca Raton Hotel 
Boca Raton, Fla 
April 1-3 


& Club 


Rocky Mountain Electrical 
Annual Convention 
Shirley Savoy Hotel 
Denver, Colo 
April 13-20 


League 


MAY 


National Industrial Service 
25th Jubilee Celebration 
Hotel Roosevelt 
New Orleans, La 
May 11-14 


Assn. 


Pacific Coast Electric Assn. 
Annual Convention 
Hotel del Coronado 
Coronado, Calif 
May 14-16 


Electronic Parts Distributors Show 
Conrad Hilton Hotel 
Chicago, Il 
May 19-22 


JUNE 


National Association of 
Distributors 
50th Anniversary Convention 
Civic Auditorium 
San Calif 
June 
Meetings, addresses, awards, 
booths 


Electrical 


Francisco, 
8-12 


conference 


Edison Electric Institute 
Annual Convention 
Convention Hall 
Boston, Mass 
June 9-12 

American Institute of 

Engineers 
Summer General Meeting 
Buffalo, N. Y. 

June 23-27 


Electrical 
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ADVANCE Fluorescent Lamp Ballasts are easiest 
to sell because they are more convenient for your 
customers to use. They are easier for you to stock too. 
The end labels on these convenient cartons enable 
you to instantly identify the catalog number, the 
type ballast, the ballast voltage and other important 
For further details on how you can in- : 2 
crease your ballast sales with ADVANCE technical data. The boxes are rugged, stack easily, 
Fluorescent Lamp Ballasts in modern . ‘ +s 
individual cartons, contact your and soqare only a minimum of shelf space. They put 
ee ee salesman, or write, phone an end to loose, dangling wires and keep your bal- 
or wire today. , ; ; 
last stock always factory-fresh. This saves you time, 





money and gives you better inventory control. 


ALL HPF BALLASTS CARRYING THE ADVANCE LABEL ARE DESIGNED TO CONFORM TO CBM SPECIFICATIONS 





ied TRANSFORMER CO. 


Fluorescent Lomp Bollosts 2950 NO. WESTERN AVE. CHICAGO 18, ILL. U.S.A. 
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Easy to install . requires shal- 
low hole . . . fixture can be re- 
moved and replaced without 
loosening anchor...a few ham- 
mer blows set anchor firmly ... 
conical-shape nut expands lead 
sleeve to provide strong holding 
power ... widely used by elec- 
tricians, plumbers, carpenters, 
ornamental iron workers, main- 
tenance men, awning and sign 
men and other tradesmen 





Expander hammerless 


setting tool for easy installation of Arro Machine 
Screw Anchors in hollow tile, bottomless or weak-bottom holes. 


Cutaway drawings show how 
setting tool expands lead 
sleeve around conical nut. 











THE ARRO LINE OF MASONRY 
ANCHORING AND DRILLING DEVICES 





O ema <) 


AJOR TURNBU 


E 


o 


Distributors: 


This Advertisement Appears in Leading Publications 
Directed to Your Customers 


ARRO EXPANSION BOLT COMPANY 


DEPT. B — P. O. BOX 388, MARION, OHIO 


PEOPLE IN THE NEWS 





C. William W. “Bill” Herzog, sales 
manager of the Baltimore branch of 
Tristate Electrical Supply Co., Inc. 
has been elected a vice president of 
the Maryland distributor firm. Herzog 
joined Tristate in 1952 as an outside 
salesman. 


K. R. “Cricket” Hills retired Jan. | 
after 24 years as manager of the elec- 
trical division of Republic Electric 
Co., Davenport, Iowa. He will be 
succeeded by G. F. “Gib” Miller who 
joined Republic in 1940 as warehouse- 
man. He has been sales manager for 
the past three years 


S. Peter Shafer has joined the 
MetalAire Products Co., div. of Inter- 
national Metal Products Co., Phoenix, 
as eastern sales manager with head 
quarters in New York City 


John C. Epperson, previously pres- 
ident of J. C. Epperson Co., manu- 
facturers’ representatives for many 
lighting lines, has joined Peerless Elec- 
tric Co., San Francisco, as national 
sales manager. He is vice chairman 
of the Golden Gate section of IES. 


Johan C. H. Larsen is assistant 
sales manager of Adalet Mfg. Co., 
Cleveland. He will work closely with 
the firm’s wholesaler customers, it is 
announced 


E. B. Thompson is vice president- 
sales for the consumer products div., 
Fasco Industries, Inc., Rochester, N. 
Y. Most recently he was sales man- 
ager of the division, and previously 
he had served Graybar Electric Co., 
loastmaster div. of McGraw Electric 
Co. (McGraw-Edison) and Ames Co 


Gillson W. Beals, veteran chief ap- 
plication engineer of the illuminating 
div. of The Miller Co., Meriden, 
Conn., retired recently after more 
than 40 years of service with Miller 
He will continue as a consultant to the 
sales dept. A well known writer and 
lecturer and an active IES member, 
he was elected a Fellow of the so- 
ciety in 1953. John J. Neidart, ap- 
pointed manager-application engineer- 
ing, coincident with Beals’ retirement, 
has been with the Miller div. since 
April 1956 as application engineer. He 
is also a Fellow of IES and author 
of numerous paper and articles on 
lighting 


Carl S. Menger, vice president- 
sales for Triangle Conduit & Cable 
Co., Inc., New Brunswick, N. J., is 
new chairman of the Rigid Steel Con- 
duit and EMT section of NEMA. He 


succeeds O. I. Lewis 
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Electrical Contractors 


DEPEND ON 


ROYAL russer 


eeCrs Fe 


 JACKETED CORD 


among leading electrical con- 





Sales prove it 
tractors, the trusted name in portable cord and cable 
is ROYAL. You can cash in on this nation-wide 
acceptance, by stocking the complete ROYAL line of 
Rubber, Neoprene, and Plastic Jacketed Cords — 
Thermostat Cable — Lamp and Fixture Wires 
and Heavy Duty “Powr-Kord” Extensions. Take ad- 
vantage of Royal Quality Products and Quality Pack- 
_aging now for faster selling . . . easier identification 
.. simpler stocking ! 


—\ 


- | 


on \ Talk over the sales and profit 
\ potential of the full Royal line with 


ee 
ree \ 
ot hie || \ . 
we \ your local Royal representative. 


Made Right . . . 
to be Right on the Job! 


ROYAL ELECTRIC CORPORATION 


an associate of International Telephone and Telegraph Corporation 


PAWTUCKET ¢ RHODE ISLAND 





Rov a ELecrasc 











Robert J. Schulte is manager of 
he Mississippi Valley sales district for 


advanced Superior lighting design and the General Electric Large Lamp 


construction plus low cost make dept. He replaces Bernard H. Sullivan, 


recessed Atlite the value line in manager since July 1946, who retired 
2 * 
lighting 


recessed fixtures. Dec. 1 at age 65 

R. S. Mills is sales manager of the 
7 Finishes—Chrome ... Copper... underground fittings div. of Anderson 
Brass ... White.:.Grey... Electric Corp., Birmingham, Ala., it 
Satin Aluminum Anodized... . was announced by C. E. Bitzer re- 
Satin Black Anodized. cently names vice president-sales 


Edward K. How has been promoted 

6 Glass Designs to sales manager-standard lines for 
General Electric’s Conduit Products 

dept. He has been a GE employee 


since 1929 


William P. Lowell, Jr., Sylvania 
Electric Products Inc., was elected 
president and a trustee of the RLM 
Standards Institute, Inc. J. H. Fall, 
If, of Benjamin Electric Mfg. Co., 
was elected vice president and trustee 
*. F. Mulligan of Jones Metal Products 
Co. is treasurer; and B. G. Tremaine, 
Jr.. The Miller Co., is secretary and 
trustee. Additional trustees are L. A. 
Hobbs, Smoot-Holman Co., E. C. 
Huerkamp, Westinghouse Electric 
Corp., J. F. Whitehead, Jr., Day- 
Brite Lighting, Inc., D. E. Worrell, 

Plus Quadrangle Mfg. Co 

Asbestos lining . . . highest 

, William B. Hammond has_ been 
1. ONE PIECE FRAME . efficiency reflectors... , : ’ . : 
WITHOUT WELDING named sales manager of the Ameri- 
cai = = spring tension lens clip that can Metal Hose div., The American 
: cushions glass while Brass Co. Since 1954 he has been as- 
sistant sales manager of the division at 


holding it firmly in position. 
9 Y P the Waterbury head tuarters 


Union-made, U.L. Approved. 


Installation is easy with Robert Burns is sales manager of 
the cataloged products div. of Chi- 


Atlite Pre-Wired Box and cago Standard Transformer Corp. Re- 
Adjustable Bar Hangers: sponsibilities include the distributor 


Just pull ‘R’, ‘T’, or ‘TW’ activities of both Chicago and Stancor 
lines. He was sales manager for 
: Gramer-Halldorson Transformer Co., 
No asbestos or slow burning and prior to 1956, district manager of 


wire directly into J-Box. 


wire required. the distributor div. of Belden Mfg 


nae Co 
"rere No additional pull boxes s 


prevent light leakage. A necessary. Pre-wired box r. F. Wagner has been promoted 
. . an i C 4 


is always accessible. Bar to manager of the a&s div. at 
hangers eliminate framing-in. Wesco, Toledo, Ohio. He succeeds 
° ; ‘ 4 enk SO } -sjone ‘ 
Housing is easily H. T. Jenkinson, who resigned to in 
augurate his own business in another 

centered after 


4. Frame attachments nailing up hangers. 
are invisible. Torsion William A. Cox, formerly sales 


oa heh ee — manager of Wesco, Chicago, is gen- 
ceiling line flush. fs 


city 


Send for eral manager of the merchandising 
div. of Holmes, Whitney & Assoc., 


NEW ILLUSTRATED CATALOG 
Inc, Chicago advertising agency 


of the complete ATLITE line. 

Richard B. Loynd has been named 

merchandise sales manager of the 

Emerson Electric Mfg. Co., St. Louis. 

He joined Emerson in March 1955 

315 Ten Eyck Street, Brooklyn 6, New York after serving five years with Lincoln 
Electric Co., Cleveland 
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A lighting job to be proud of Shopping ce 
Revere Ultra-Lites, which provide uniform gh-level illuminat 
+f 


while reducing pole requirements 50% 


nter in Chicago area uses 
» kia. t toll 


to 75 Ultra-Lites throu 











xX ~ 


square shaped light patterns 
“dark spots The Revere he y 


nance at ground levei— 


Outdoor lighting from one responsible source 


Widest line of matched fixtures 
offers the one best lighting solution 





Whether your customer is planning a parking lot 
installation like the one shown above, or whether he’s 
going to light a football field, Revere has the outdoor 
lighting equipment he’ll need. Only Revere offers the 
wide choice to do the best job the most economical way. 

Hinged and rigid poles . . . mercury, incandescent 
and fluorescent luminaires floodlights, fixtures and 


fittings as them all. matched to “fit” for 


top performance 

You'll find it simpler, easier ordering from Revers 
one shipping schedule, one billing schedule. And a call 
or a letter will bring a Revere sales engineer to help 


solve your customer’s special lighting problems 


Write for catalog covering Revere’s complete line of matched outdoor lighting equipment 


Revere Electric Mtg. Co., GOO9 Broadway, Chicago 40, II!., UPtown 8-7100 


Available in Canada thru Curtis Lighting, Lt 


td., Leaside, Toronto, Ontario 


OUTDOOR LIGHTING: Industrial * Commercial * Service Stations * Streets * Sports * Airports * Shopping Centers 


January, 1958—ELECTRICAL WHOLESALING 





Rikaaib 


65R Threaders you've 
bought would reach 
2'2 Times 


Around the Earth! 


x 


Now this Popular 
self-contained 1’ to 2’ 


Feit, ib65R-TC 


offers you still faster turnover, 
bigger profits... 


Only die stock with True-Centering workholder 
no more crooked threads, no time or con- 

duit wasted. 

Only Jam-Proof die stock—automatic kick- 

out after standard thread is cut by hand or 

power. 

Threads 4 sizes of conduit with 1 set of dies 

quick size change. 


It pays you to stock and sell 
the new Riteaip> 65R-TC. 


SALES REPRESENTATIVES 





Curtis Lighting, Inc. Chicago, an- 
nounces appointment of Hawn & 
Stear, Inc., Pittsburgh, as representa- 
tives. W. Myrton Hawn will cover the 
Pittsburgh area and Ralph H. Stear 
will cover West Virginia. Curtis also 
lists Dupont-Wachter & Co., New 
Orleans as representative in that area 
Principles are | H. Dupont, Jr., 
formerly sales manager and assistant 
general manager of Lighting Fixture 
& Electric Supply Co., New Orleans, 
and Arthur Wachter, formerly sales 
representative for the wholesale dis- 


tributing firm 


Prescolite Mfg. Co., Berkely, Calif 
lists William A. Llewellyn as _ sales 
representative in the southern Call- 
fornia area, servicing electrical con- 
tractors and distributors from head 
quarters in the Prescolite Los Angeles 


office 


Clifton Conduit Corp., Baltimore 
recently appointed four new eastern 
and two midwestern representatives 

J. J. Costello Co., Boston, for 
Maine, New Hampshire, Vermont, 
Massachusetts and Rhode Island 

J. R. Shafnacker, Ridgewood, N.J., 
for northern New Jersey 

Bill Crichton & Assoc., Riverview, 
Fla., for certain Florida counties. 

Charles I Woodyard & Assoc., 
Atlanta, for Georgia and Alabama 
(except Mobile) 

Monitor Sales Co., Detroit, for the 
state of Michigan 

Henger-Fairfield Co., Cleveland, 
for the state of Ohio 


Adalet Mfg. Co., Cleveland, lists 
Edward P. Rawson as representative 
in greater Cleveland 


The National Supply Co., Spang- 
Howarduct divy., Pittsburgh, has ap- 
pointed Midwestern Electrical Repre- 
sentatives, Chicago, for northern 
Illinois and _ northwest Indiana; 
Murphy-Hain Co., Los Angeles, for 
southern California, Arizona and 
southeastern Nevada; and Hugh | 
Bargion, Honolulu, for Hawaii 


Accurate Mfg. Co., Garfield, N. J., 
announces that Robert L. Haizlip Co., 
Kansas City, Kan. has the territory 
covering Kansas, Nebraska, western 
Missouri and western lowa; and W 
H. Lassiter Sales Co., Charlotte, will 
cover both North and South Carolina 


Murray Mfg. Corp., Brooklyn, has 
turned over the northern New Jersey 
territory to Thomas D. McCrink; and 
Peter K. Nugent, former representa- 
tive there has been transferred to the 
Brooklyn-Long Island area. 
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Pass & Seymour, Inc., Syracuse 
has appointed Ted G. Huttlemaier 
Dallas, to serve the north Texas- 
Oklahoma territory and Rudolph | 
Neal, Houston, to cover the south 
Texas area. William C. Robertson of 
Hollywood, Fla. was recently ap 
pointed P&S representative for the 
new Florida-south Georgia territory 


Circle F. Mfg. Co., Trenton, N. J., 
has added Bloom Associates, Balti 
more, to handle distributor sales of 
the Circle F line and that of Eastern 
Insulated Wire Corp., a _ subsidiary, 
in the Maryland and Washington 
D. C. territory, including southern 
Delaware. 


OBITUARIES 





D. A. Smith 


D. A. Smith, vice president of 
Graham-Reynolds Electric Co., Los 
Angeles, died Nov. 20 while in appar- 
ent good health. Boston-born “Dave” 
Smith moved to Los Angeles in 1915 
and joined Electric Lighting Supply 
Co. as stockman. Soon he transferred 
to Hollabird-Reynolds Electric Co 
(predecessor of Graham-Reynolds) 
and started work as a stock clerk 
Named purchasing agent in 1924, he 
combined this function with outside 
selling during the 1930's and soon ad- 
vanced to vice president. He was 
named secretary and sales manager 
in the early 1940s and general manager 
in 1954. A long-time member of 
NAED, “Dave” Smith’s last associa- 
tion activity was his part in the “This 
Is Your Life” skit presented at the 
1957 NAED Western Region conven- 
tion, (EW—Oct. ’57, p. 50) 


Samuel Joselson 


Samuel Joselson 61, president of 
Electrical Fittings Corp., Woodside, 
N. Y., died December 10 after an 
illness of five months. Mr. Joselson 
was a widely-known personality in the 
electrical industry from coast to 
coast. He began his electrical caree! 
in 1915 as a counterman for the old 
Manhattan Electric Co., one of the 
largest electrical wholesaling firms in 
New York City at that time. Follow- 
ing this, he became purchasing agent 
for the Shemel-Elliott Electrical Sup 
ply Co. of New York. Shortly there- 
after, he became a salesman covering 
the entire United States for this com- 
pany. In 1926, he became the sales 
agent for several electrical manufac- 
turers, and traveled extensively. The 
Electrical Fittings Corp. was founded 
by him in 1935, and under his guid- 
ance, the company has grown to its 
present size. He was also well known 
for his charitable work 
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This New 


Rikzalb4P) 


is the only 21,” to 4” 
geared threader that’s 


i 


Jam-Proof 


That’s why it sells fast It’s 
safe—can’t jam and knock 
equipment around when con- 
duit is threaded by power drive 
Automatically kicks out after 
standard thread is cut. Work- 
holder sets to size before put- 
ting on conduit — other easier 
work features It pays you 
to stock and sell the popular 
RiteaiD 4PJ Threader—order 
today! 





\drill masonry faster 
"NEW | 


SUDDEN DEPTH ¥ 
DRILLS 


SUDDEN DEPTH 


New 44° spiral 
New wide flute 


New narrow land 
provide a smooth path for 


IMPROVED, AUTOMATIC 
DUST EJECTION 


for maximum drill speeds 
and a clean hole with 
no blowing out 


New V4" shank on 


3/e'', 7/16, and 1/2" drills.'/2'' shanks 
_ on sizes from 1/2" to 11/2’. 


made of 
inest tool steel 


with the famous 
diamond hard 


/ CARBOLOY 
TIP 


SIZES 
AVAILABLE 


With Spiral Flute 
Sizes in I/lt 
graduations from 
3/16 ew 





THE PAINE COMPANY, 3 Westgate Road Addison, Ill. 


The Best Craftsmen Always Take pAINE’s 


ASSOCIATION NEWS 





NEW ORLEANS—Perfect weather, a 
cord turnout of 165 members and 

ty to “banish the 

yy Husiness as 
sured the success of the Electric 
Assn.’s annual outling and golf tourna 
ment on Oct. 8 iting chairman Ned 
Breitenmose! Ss committee were 
roundly applauded for their hard 
work. Golf 
iwarded 
goin 
chairman ( Or I awarded 
horseshoe pitching p to M. War 
den and H istin S ition pres 
dent A. B. Pate 


DENVER—N, 
Rocky Mountai 
Veryl Hoove 
Light (asp 
Westinghou 


is the new gen 


CHICAGO Thorsen, district 
manager of iy-Brite Lighting, Inc 
s the new ectric Assn. president 
Edward | nixter, Englewood Elec 
trica pply oO Is new treasuré 
e Electrical Maintenance 
| » Milwaukee Jan. 22 
D Co. plants 


Engineers 


MINERALLAC 
“PULL-IN” 


COMPOUND 


No. 100 


aa b LISTED 
\ j and 
APPROVED 

by 
UNDERWRITERS 

LABORATORIES 


—_— 


For Rubber, Synthetic, Plastic 
or Lead-Covered Wires or Cables 


Approved by Underwriters Laboratories 
for lubricating wires and cables to facil- 
itate pulling them into conduits. Not in- 
jurious to wire or wire covers. Free of 
objectionable odors. White in color. Will 
not drip or run. Convenient pint, quart, 
Y2 gal., gal. and 5 gal. cans. Available 
through your electrical jobber. 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street, Chicago 7, Illinois 


MINERALLAC 
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NEW YORK—The Indus 
try Committee for the Benefit of The 
Cooper Union in formation here lists 
distributor Joseph Kurzon, president 
of Joseph Kurzon, Inc., 
member. The committee is sponsoring 
1 dinner Jan. 16 in the main ballroom 
the Waldorf Astoria Hotel, with 
all proceeds to the Cooper 
Union, a private tuition-free college 
of engineering art, 

mater of many electrical 


leaders 


Electrical 


as a charter 


of 


going 


and alma 
industry 


and 


PHILADELPHIA 

Housewares group of 
Assn. won its third 
NEMA for “outstanding 
the electric housewares gift campaign.” 
Winners of two grand prizes awarded 
by the association to members 
Edgar Wolf, Jr., Everybody’s Supply 
Co., first prize; and F. Bruner, Pierce- 
Phelps, Inc., prize. The as- 
sociation plaque for outstanding 
accomplishment 


Elias, 


The 
the 
award 


i lectric 
Electrical 
from 


service to 


were 


second 


sales manager was 


by Richard 
Supply Co. 


won Evervbody’s 


and style 
Nebraska- 


was declared 


OMAHA dance 
show the 
lowa Electrical Council 
a thorough success and it will become 


fall 
by 


The 


sponsored 


an annual event, council spokesmen 


report 








Save work with a 


HYKON 
CABLE 
REELIFT 


1 Man 
handles up to 
1000 Ib. reels 


transport 
reels. No 
has slip fittings on 


pay out 


jacks, no 


this easy load 

from hard-to-handle 
rolling. Reelift 
fast loading of any 

Two models: RL25 for 
RL31 for reels 31° x 48 
leading whole 


Use 
cable 
tugging or 
axle to permit simple 
up to 48” diameter 
25 x 36” diameter 
Hundreds in 
contractors, and utilities 
Write for latest catalog 


HYKON 


way to 


size 
reels 
reels 
diameter use by 


salers 


MANUFACTURING (CO. 


Box 923, Mt. Union 
Alliance, Ohio 
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It will pay you to take a 





You will find it pays in more ways than one to take 
another look at Fasco. You'll see a complete line of 
ventilating fans all with smart, “‘no-rust’”” aluminum 
grilles. You'll see ventilating fans that cut installation 
costs...the slimmest ventilating fan on the market 

. and a host of other features in this value-packed 
line designed and priced to reduce your costs. 

So take a fresh look at all the fresh new Fasco fea- 


tures . 
are your best buy today! 


FASCO INDUSTRIES, 


126 Augusta Street 


Fill in coupon below. 
Use page margin. 


Please send me full information on tt 


VW NAME and ADDRESS 


.. they will convince you Fasco ventilating fans 


INCORPORATED 


. Rochester 2, New York 


= 
| 


There’s a fresh look at 


e Ventilators and new power Range Hoods 


W CITY and STATE 





FOSTORIA LOCALITES 


with Amazingly COOL 
HEAT VENTILATED REFLECTOR 


% Equipped with marvelous 
new collar-dise arm joints 
MODEL 

55-VCX-701 


$893. @ a marRvELous 
sid. pu, 4 SEEING TOOL FOR 
of 4 FASTER BETTER WORK 


Direct light exactly 

where needed. Fric- >. 
tional arm and collar oy) 
dise joints give flexibil- eS) 

ity of a thousand posi- 

tions. Rugged construc INNER SHIELD 
tion, heavy duty socket ACCESSORY 
Levolier switch, unti- wait ce 
versal base using 100-watt 


lamp 





WRITE for complete 


‘ack eco = (@ gh hip. 


dustrial use 


THE FOSTORIA PRESSED STEEL 4 toria 

CORPORATION, FOSTORIA, OHIO 

Localites are available through lor Light OM the Job 
wholesalers everywhere. fey. v5 Pm On 


From OLD LACE... » 


eh 


to OUTER SPACE! | 


This Year Mueller Electric 
Co. Is Celebrating Its 50th 
Anniversary...1908-1958. 


Times may change—but one 
thing never does...the ever- 
growing applications for fine 


Mueller Clips. 


Reason is, we keep our line 


Right for the Times! 


i eh oS ad 


tion.. 


1501G EAST 31st STREET, CLEVELAND 14, OHIO 


120 


| single phase, 


NEW PRODUCTS 





Entrance Panel 
Murray Mfe Cor, Brooklyn, 
N.Y 
New service entrance panel featuring 
100-amp main pullout disconnect 
with eight to 20 circuits is available 
with or without a 60-amp pullout 
Main pullout is series connected and 
controls all branch circuits. Subfeed 


lugs are supplied for future expansion 


| of 240-v service. Low cost and ease 


of installation are stressed. Panel is 

120/240-v ac, 3-wire 
UL listed, it takes 100-amp line con- 
nectors up to #1/OAwg wire. Sul 


face or flush covers ava lable 


| Pre-filled Clamps 


Jasper Blackburr Corp 1525 
Woodson Road, St. Louts 14, Mo 


Blackburn pre-filled clamps now have 
a coating of clear “see-thru” plastic 
molded to the clamps instead of a 
cellulose acetate covering. New clear 
plastic coating permits quick recogni- 
tion of style of clamps, also catalog 
number and wire range, eliminates 
need for identification tag. Plastic 
coating gives better seal for Contax 
inhibitor, prolongs storage life of 


clamps, company claims 


Y/: U.L. oF 


C.S.A. LABELS 


IN STOCK 
Yr" to 6” sizes 


close to 12” long 


HOT DIP GALVANIZED 


Also available in wrought 
iron or aluminum 


1455 SPRING GARDEN AVE. PITTSBURGH 12, PA. 
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Substation Connectors 
Anderson Electric Corp., Birming 
ham, Ala. 


DuraWELD fittings for welded con- 
struction of aluminum bus offer dur- 
able, trouble-free connections, save 
time and steps in bus fitting and are 
less expensive than bolted fittings, 
company claims. Maker recommends 
DuraWELD fittings for big jobs which 
justify welding. 


Breaker Enclosures 
General Electric Co., Circuit Pro- 
tective Devices dept . Plainville, Conn 


Compact “handle through cover” en 
closure for GE 240-v plug-in circuit 
breakers (2- and 3-pole Type TQL) 
can be used for individual or cen- 
tralized control, Low-cost enclosures, 
furnished for either flush or surface 
mounting, are said to offer features 
usually found in larger enclosures 


Cable Guide 
T. J. Cope div., Rome Cable Corp 
College ville, Pa. 


New triple pulley cable guide designed 
to simplify installation of cables in a 
cable trough or ladder system is now 
available for rent or purchase. Pul- 
leys are adjustable to different radii, 
making a single device suitable for 
virtually any turn desired 


You'll be happy 
selling 


KNOPP 


Voltage Testers 


Patented Prod-Mount 


More user-value at Less Cost— 
means more turnover for you at geod 
profit margins 
» ate —— Features— 
Knopp Vo noes Testers sell themselves 
@ Rugged, Reiiable— 
buil goodwill and repeat sales for you 
Tell if circuit is open or closed; magnitude 
of voltage between 110 and 6 a-c or d-<, 
pure or rectified; 25 or 60 cycles. 
Two models. Free Sales Aids. 
Write today for full detalis. 


KNOPP INC. 


Founded in 1928 by Otto A. Knopp under the 
name of Electrical Facilities Inc. 


et ae oe ee 


Dept. A-12 1307 66th St., Oakland 8, Calif. 
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TS RK's 
COMPLETE LINE 


answers 


ALL of your 
TIM ewitcy 
problems 





PLAIN DIAL SKIP-A- — DIAL SEVEN DAY DIAL ASTRONOMIC DIAL 


"wt 
Same on-off time daily Same daily 


skips selected Gay 











AVAILABLE IN SP, OP, 3P, SPDT, DPDT, 2 CIRCUIT AND MOMENTARY CONTACT SWITCHING 


TORK’S complete line pro- 
vides the widest practical variety of 
timing dials with rugged switches and 
all-purpose enclosures to meet any on- 
off control application. In the simplest 
or most complex automatic installa- 
tion, TORK is best suited for your 
specific requirements. 





ECONOMICAL +948, $10.95 list 


Guoranteed 3 years 








| PLAY SAFE-USE THE BEST 


Write Dept. G-40 for complete catalog 








: of Hazel-Atlas Glass 
Wiv. of Continental Can Co.) 
~ Bleetrical Contractor: 
Thomas Reed & Son, Joliet 
Electrical Distributor 
Englewood Elec. Supply, Chicago 


Specify PTC PRECISION Traushouner! 


ON-TIME DELIVERIES and cooperation between PTC and their distribu- 
tor made possible the successful completion of the huge, modern Hazel-Atlas 
plant Most dry type units were delivered from stock. 


Precision manufactures a complete line of air-cool 
and liquid-filled transformers for every power distribu 
tion need—single and 3-phase types, from SOVA 
3,000 KVA, They meet or exceed NEMA requirements 
giving users a larger emergency overload capacity, | 
low noise levels and extra long life 

GUARANTEED FOR 5 YEARS 
For every Lighting and Power Distribution application . . 
BE PRECISE — SPECIFY P REC ISI*ON 


for complete TRANSFORMER CORP. 


Catalog and Data Sheets 2218 W. Lake St. © Chicago 12, Ill. 











KEEPS COOL &/ 
because 2 ERCE 


Renewable Fuses Keep Cool 


(DURING SAFE OVERLOAD) 

@ No unnecessary blows! e Longer fuse life! 

@ Vented for coolness! @ Quick-change links! 
e@ Satisfaction — repeat business! 

MAIL COUPON TODAY 
a a a a tt eel 
PIERCE RENEWABLE FUSES, INC., Leicester, N. Y 

Gentlemen i 

Please send details on the Pierce active stock plan 
Include a sample fuse for comparison with any other 
make 





Name 


Address 


Company i 
mi 


NEW LITERATURE 





Copper Foil—New 8-page booklet 
rolls out the red (metal) carpet to 
potential users of ‘Electro-Sheet” Cop- 
per Foil. Booklet discusses commer- 
cial applications, architectural uses 
and electrical applications such as 
electrostatic shielding, printed circul- 
try, moisture proofing, cable wrap- 
ping. Direct requests to the American 
Brass Co., Copper Foil dept., Water- 
bury, Conn 


High-Speed Synchronous Motors — 
Features and applications, plus com- 
pany services that go with them, of 
large high-speed synchronous motors 
are described in 8-page bulletin, 
GEA-6620. Published by General 
Electric Co., Schenectady 5, N. ¥ 


Automatic Switch—Catalog insert ad- 
dressed to specifiers and users ar- 
chitects, builders, electrical contrac- 
tors, home Owners colorfully por- 
trays life with Lamp-Lyter, “the switch 
with an electric brain.” Contains space 
for distributor’s imprint. Order from 
International Register Co., 2624 W 
Washington Blvd., Chicago 12, IIl. 


Disconnect [ool operated discon- 
nect for use with Loadbuster portable 
loadbreak tool is described in Bulletin 
721, available from S & C Electric 
Co., 4435 ivenswood, Ch cago 40, 


GETS - A - LITE GUARD and 
GUIDE Offers Quick, Easy 
Profits in New, Untouched 


Market 


Simply slip GETS-A-LITE GUARD 
AND GUIDE over the fixture, as illus- 
trated 


Made of indestructible spring steel 
wire Nothing to break, get out of 
order or replace. Will last indefinitely. 
Once installed, GETS-A-LITE GUARD 
AND GUIDE is NEVER removed. 
Nothing to unlock, fuss with or lock, 
when changing lamps 

GETS-A-LITE GUARD AND GUIDE 
actually steers lamp into socket, en- 
abling maintenance man to change 
lamp in 10 seconds! 


Available for 10 watt and 100 watt 
fluorescent lamps. 


GETS-A-LITE Company, Dept. EW-18 
3865 N. Milwaukee Ave., Chicago 41, III. 
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Underwater Lighting New bulletin 
on swimming pool lighting describes 
two types of underwater floodlights, 
includes diagrams and dimensions of 
both. Write Crouse-Hinds Co., Syra- 
cuse, N. Y. 


Time Switches 
puts “full information at your finger- 
tips’ on 150 stock time switches, 
timers and accessories, grouped under 


- New 8-page bulletin 


21 headings. Includes model numbers, 
voltage and amperage per pole, and 
prices. Bulletin J57 lists distributor 
net prices. Tork Time Controls, Inc., 
Mt. Vernon, N. Y. 


Cable—Brochure describes 
and physical properties, construction 


electrical 
and performance characteristics, in- 
stallation procedure and ordering data 
of SMI (Safety Mineral Insulated) 
cable. Published by General Cable 
Corp., 420 Lexington Ave New 
York 17, N. Y. 


Lighting Equipment—Contractor Cat 
alog C-57 features a visual index to 
13 basic models which combine into 
innumerable combinations. Special 
section gives details for designing in- 
stallations of Wakefield Ceiling ‘58, 
with ingenious color layout sheet. De- 
tailed in 60-page catalog are dimen- 
sions and light distribution of all 
models. Published by The Wakefield 
Co., Vermilion, Ohio 


SSSCHOSSSSSSSSHOSOSCHOSSSSEESCETIE 


° NEW P-L WEATHERPROOF ALUMINUM < 


:2-GANG MULTI-USE 
:BOXES - 


eeeeeeeeeee 
all 
" 


WATCH THOSE 
PROFITS ROLL IN... 


when you stock Perfect-Line’s new LT-11 Series 
2-Gang Weatherproof Multi-Purpose Boxes. 
SAVES TIME! . . . comes with 3, 4 or 512" 
or 34" tapped holes for fast, easy wiring. 
SAVES MONEY! . . . replaces af least three 
ordinary outlet boxes, cuts down wiring, in- 
creases efficiency. SAVES LABOR! . . . weighs 
one-third the weight of cast iron—lighter, easier 
fo handle. 


FEATURES: Rugged Cast Aluminum Construction + 
Takes all standard weatherproof devices and lamp 
holder plates © Serves as Junction Box when fitted 
with blank cover and gasket * 3, 4 of 5 Holes in 
2” or ¥%," size * May be had with Grounding Lug 
and Screw—specify ‘TG’ * Compact: only 4 9/16 
x 4 5/8" x 2” © Complete with 2 Aluminum Plugs 
* UL Approved. 


FOR FURTHER INFORMATION AND PRICES WRITE... 
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U-10E ‘‘EXTRAFLEX”’ 
(AUTOFLEX) 
Conduit 


IMMEDIATE 
TRADE AREA STOCK 
SHIPMENT 


- 


Write for Distributor 
Electrical Conduit Catalog 
EPB-3(7-1-57) 


“SEALFLEX” 
Liquid-Tite . 
» Synthetic Covered Conduit 


. 


e 
» 
¥ — ‘~~ 


“U2 " Quality . . . ALL METAL FLEXIBLE HOSE PRODUCTS 
“7eé¢ UNIVERSAL METAL HOSE CO. 


Chicago 23, Illinois 


¥ 





2107 South Kedzie Avenue 


» KNOCKOUT 


HAND or HYDRAULIC OPERATED 


Each Punch 12” to 4” has the ORIGINAL 4-POINT 
cutting feature which takes the toil out of the job. 
Cuts clean, quick knockouts speedily, smoothly 
and burrless. Ball bearing chuck prevents fric- 
tion. Hand or hydraulic. Try a NYE and know 
the best. Order today from 
your local supply house 





PATENT 
No. 1754568 


- 


Built of 
highest grade 
steel, 


NYE TOOL COMPANY 


4126 WEST FULLERTON AVE. CHICAGO 39, ILLINOIS 





z BE SURE OF QUALITY 


FOR PAR 38 
LAMPS 


FOR R40 MOGUL 


FOR PAR 56 


BE SURE OF CUSTOMER SATISFACTION 


warm MPR 


SPARED 


LAMPHOLDERS FOR PAR LAMP 


BULLETIN 
555 
DESCRIBES 


SPLICE 
BOXES 

COVERS 

TROUGHS 


COLOR 
LENS 


LENS 
HOLDERS 


SORIES 


SEND 
FOR 
CoPY 


ELECTRIC MEG. INC. 
CHICAGO 24, 


A223 WEST LAKE STREET 


SAFETY SWITCHES 
That Meet the New NEMA Standards 


KNIFE BLADE INDUSTIAL 
FUSIBLE AND NOT FUSIBLE 





30 
To 
1200 
AMPERES 








4” x 4” 
AND 
6” x 6” 
FULL INSIDE 
DIMENSIONS 
1 TO 5 FOOT 
LENGTHS 











WIRING TROUGHS 
With Knockouts and Without 
A COMPLETE LINE OF FITTINGS 


Je ADSWORTH Clective 


its 
UVE SETTER 
4, 
SformichS 


SERVICE EQUIPMENT 
A Fusible Device for Every Need 


DRYER —- RANGE — WATER HEATER 
HEATING PANELS — AIR CONDITIONERS 


30 
To 
200 
AMPERES 


3 
S 
S 


SINGLE — 
DOUBLE POLE 
AND 
SWITCHING 
NEUTRAL 
15 to 50 Amps. 

THERMAL 
MAGNETIC 


QUICK 
MAKE & BREAK 























**E-Z-RED”’ 
CIRCUIT BREAKERS 


40 to 210 Amp. Enclosures 
INDOOR & OUTDOOR 


ON KENT 


NEW PRODUCTS YOU CAN USE 





Engine Pre-Heater 

Product & Sales Development 
Assoc., 35 E. Wacker Dr., Chicago 
I, Ill 
PECH engine pre-heaters are thermo- 
statically controlled, operating as ac- 
tual temperatures require; they keep 
engine blocks above freezing when 
trucks are permit 
drivers to drive off without lost time 
and expensive Opera- 
tion of TECH heaters is essentially 
on Ofi-peak time 


stored outside, 


‘warm-ups.’ 


Shelving Brackets 
Walter Haertel Co 2840 Fourth 
Ave. §., Minn. 


New 15-in Adjusto-Deck brackets for 
wooden shelving are said to require no 
braces and fewer uprights than steel 
thus making more shelf 


Minneapolis 8, 


shelving, 


space available per lineal foot 


Billing Desk 

Remington Rand div., Sperry Rand 
Corp., 315 Fourth Ave., New York, 
Se £ 
Vertical Cycle Billing Desk provides 
high filing capacity housing for both 
active and inactive accounts, features 


new console design exterior 


Pat. No. 
2632356 


NO BEND e NO SQUASH 
A MUST for Electrical Men 


MAKE YOUR PURCHASE OF STAPLES FROM THE 


| ORIGINATORS. AND NO INFRINGEMENTS ON 


ANYONE’S PATENT. THE GREATEST IMPROVE 
MENT FOR THE BEST STAPLE IN 30 YEARS 


FREE SAMPLES ON REQUEST 
@ Sold by Leading Electrical Wholesalers— 


THIEL TOOL & ENGINEERING (CO., INC. 
1417 N. Market St. @ St. Louis 6, Mo. 
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SAAS | RTT ADVERTISING 


Electro Compound Co., Cleveland 
New quart containers for Y-er Eas METAS 


wire pulling compound will be shipped 
AGENTS WANTED LINES WANTED POSITIONS WANTED 


BUSINESS OPPORTUNITIES 
Markstone Mfg. Co., Chicago—New UNDISPLAYED RATES DISPLAYED 


display board is “self demonstrator” $1.50 per line minimum 3 lines. To figure ad 
= » = vance payment count ) average words a8 a line 
of new “T-N-T mounting; shows 
> Box numbers— 
various lenses and frame finishes of Position Wanted ads 
new “Hi-Hat” round recessed fixtures Discount of 10% if full m sd An advertising inch 


“ee scaler + . > J 
Free to wholesalers with I urchase of Send NEW ADS or Inquiries to Classified Adv. of ELECTRICAL WHOLESALING 
P.O. B 12 New York 36, N. Y for February issue closing January 13th 


12 to case. 





mounted merchandise 











Eagle Electric Mfg. Co., Inc., Long 


Island City, N. Y.—Wholesalers will [his publication Classited | LIGHTING SALESMAN 


be able to borrow the merchandising 


kit that makes the salesman a di- 5 WANTED FOR 


plomat when he walks in to sell wiring 
: POSITION VACANT 


devices. Ginger brown attache case UPPER NEW YORK STATE 
Lighting fixture salesman for nationally known 


12x15x5-in holds 33 samples of wir- ee en ee 
sae eee cover | This is an excellent opportunity for the 
; right man to join one of the industry's 
displaying line and case fastest growing organizations 

SELLING OPPORTUNITIES OFFERED Litecraft manufactures a complete line of 
' Ti . incandescent and fluorescent lighting fix 
fork Time Controls, Inc., Mt. Ver- ee, See saves for commascicl. lastitutlons!. and ve 
non, N. Y New Quick Selector Inquiries from representatives interested in a line sidential application. We are actively being 
charts 17x22-in makes possible in pocivesae = cerns specified and displayed in this territory 
stant selection of time switches for a Manufacturer's Representative Wanted by manu and offer excellent service, deliveries, and 
vart lar 1] = facturer of Pole Line Specialties. Rapidly en powerful promotional backing 

3 4 - - ; ’ ty ; htir y vy ; Y a ‘ n 

particular installation; answers ques anding i et Lighting material Mt st have Send complete details in strict confidence 


ing device line on modern yellow peg- most complete 
7 7 states of Arkansas, lov Kansas. Miss« 


board. Eagle representatives now are Nebraska. P-6745 ectrical Wholesaling 


Manufacturers Representatives wanted Outlet 


tions, saves time. Includes model dials gg Si tatiana tag S cn fae 2 
application information full details to Quigley roducts, 30966 
rand Rive: ngton, Michigar LITECRAFT 
Manufacturer's Representative wanted by leading MANUFACTURING CORP. 
OF eet ee. eee, eee 8 E. 36th Street, New York, N. Y. 


manufactu 


r states of Arkansa 


Wire ond Coble a er tre thes 








WHEN YOU WANT iT SELLING OPPORTUNITY WANTED FIELD SALES MANAGER 


Manufacturers Representative with warehouse Laree fluorescent fixture manufacturer tecated 
copa: Mies nig es i northeast Atlantic seaboard area requires high 
rs ae : caliber individual to coordinate activities of it 

sales agents throughout the country 


From Chicago you can get immediate 
delivery on... 





Administrative and management background essential! 
Experience in fluorescent lighting highly desirable, but 
related experience acceptable. Good educational back- 
ground mecessary preferably college graduate in 
marketing or sales administration. Age between 30 
FOR ADDITIONAL INFORMATION and 45. This is a highly responsible position where 

c iderable initiative and ability is required. Excel 
lent pay, other benefits and opportunity for advance 


Contact The McGraw-Hill Office Nearest You ment. Send detailed resume 


P-6370 Electrical Wholesaling 
ass. Adv. Div., P.O. Box 12, N. Y. 36, N. Y 








PVC BUS-DROP CABLE 


which is one of the many constructions 
carried in our Chicago Warehouse stock 


Also, all types of Power, Control, Light- 
ing and Communication Cable. 


Let us supply your wire requirements 


UNIVERSAL WIRE & CABLE CO. 
2915 N. Paulina St., Chicago 13, Il! 


Branches in Houston, Los Angeles 
and San Francisco 


ATLANTA, 3 LOS ANGELES. 1 
1321 Rhode 1125 W. 6th St Cla 
Haverty Bidg MAdison 6.9351 
WAlnut 5778 R. YOCOM 

R. POWELL 


BOSTON, 16 oe REPRESENTATIVE WANTED 
5 ark Square an ie 
HUbbard 2-7160 OXford 5-5359 FOR COMPLETE LINE OF QUALITY CONDUIT 
J. WARTH R. LAWLESS FITTINGS—TERRITORIES OPEN MASS., R.! 
R. OBENOUR N.H vT MAINE TEXAS OKLAHOMA 
CHICAGO. 11 D. COSTER ARKANSAS. WRITE GIVING DETAILS. 
520 N. Michigan Ave RW-6624 Elec. Wholesaling 
MOhawk 4-5800 PHILADELPHIA, 3 Class Adv. Div., P. 0. Box 12, N. Y, 36, NL Y 
W. HIGGINS 17th & Sansom St 
Rittenhouse 6-06 
CINCINNATI, 37 R. EDSALL 
2005 Seymour Ave H. BOZARTH NEED SALES? 
ELmhurst 1-4150 " oLUME JOR al ot 
F. ROBERTS : ; 




















PITTSBURGH, 22 i HO \LERS 1 
=e CLEVELAND. 15 Oliver Bide OR an SOR — 
L. B. ALLEN ‘ 1510 Hanna Bide ATlantic 1.4707 a : 
SUperior 1-7000 W. SULLIVAN INSTRUCTION MATERIAL ONLY ic desired 
co., INC. W. SULLIVAN RA-6868 ELECTRICAL WHOLESALING 
ST. LOUIS. & Na Adv. Div, P. 0. Box 12, N. Y, 36 


9301 W. Berenice St. DALLAS, 2 Continental Bldg 


Adolphus Tower 36,150 y + 
Schiller Park, Ill. Main & Akard Sts yg hl 
(In metropolitan G MILLER F. HOLLAND TWO GOODWILL WINNERS 
: J BLUE PRINT miA\uere ELECTRNCIAN S ENDFE 
Chicago area) imprinted with your advertising 

















DETROIT, 26 SAN FRANCISCO, 4 / ’ 

e pat © 856 Penobscot Bldg 68 Post St y ; es 
WOodward 2-1793 DOuglas 2-4600 \ yy GERSON CO. 

4. GRANT R. ALCORN . Rea 
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e Write for cotalog 























Only 


'GTeol-t-me lahcomm Mall 
(OF latela 


OUTLET BOXES * GANG BOXES * 
COVERS * BOX SUPPORTS 


ARROW CONDUIT 
& FITTINGS CORP. 


129 30th Street, Brooklyn 32, N. Y 
Sales Repres G Warehouse Stocks 
BALTIMORE, MD. * CHARLOTTE, N.C. * “CHICAG 
ILL. * “CINCINNAT OHIO * DENVER, COL 
DALLAS, TEX LOS ANGELES, CALIF MIAMI 
FLA. * NEW YORK, N.Y NEWTON CENTRE 
MASS. * PHILADELPHIA. PA. * ROCHESTER, N.Y 


ntatives 





126 


ADVERTISERS’ INDEX 


Mfg. Co. 87 
lfransformer Co. 111 
Equipment, Ine. 93 

Inc., L. B. 125 
American Brass Co., The 
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Amplex Corp. 70 

Appleton Electric Co. Second 
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Arrow Conduit & Fittings Corp. 
Atlas Electric Products Co. 


Accurate 
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Cover 
112 
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Leviton Mfg. 


Mason Co., L. E. 
Midwest Electric Mfg. Co. 
Minerallae Elecirie Co. 

Vioe Light Ine. 
Mueller Electric 
Multi Electric 
Murray Mfg. 


Lo, 
Mfg. Ine. 


Corp. 


Nve lool ( ‘>. 


Okonite Co... The 


Paine Co.. The 
Paranite Wire & Cable Div., 

Essex Wire Corp. 

Pass & Seymour, Inc. 
Perfect-Line Mfg. 
Phelps Copper 

Corp. 

Pi ree Re newable I uses. Ine . 
Plymouth Rubber Co., 

Ine. | hird Cover 
Products, Ine. 104 
Precision Transformer Corp. 122 
Prescolite Mfg. Corp. 84 
Pvle-National Co... The 73 


Corp. 


Dodge Products 


Porcelain 


Quadrangle Mig. Co. 


Rawlplug Co.. Ine., The 
Remington Arms Co., Ine. 
Revere Electric Miz. Co. 
Ridge Tool Co., The 
Rome Cable Corp. 

Roval Electric Corp. 


~vinlvVim pn 


Slater Electric & Mfg. Co., Ine. 
Sola Electrie Co. 

Square D Co. 
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Swanson 


Thiel Tool & Engineering Co.. 
Ine. 


I hom is & 
Pork 


Betts Co., The 


Time Controls, Ine. 


Hose Co. 
& Cable Co. 
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W ire 


Universal 
Universal 


Wadsworth Electric Mfg. Co.. 
Inc., The 

Weaver Co., J. A. 

Western Insulated Wire Co. 

Whitney Blake Co. 


I ube 


Youngstown Sheet & 
CAics The 


CLASSIFIED ADVERTISING 


I 


1958 





YOUR CUSTOMERS ARE GETTING THE 


Bl NEWS NOW! 


... and full-size free 
trial rolls, too! 





NEW SLIPKNOT 7 PLASTIC TAPE with ZF-90 


°o 


IS BEING ANNOUNCED: THIS MONTH WITH MULTI-PAGE, 


FULL COLOR ADS IN THE FOLLOWING MAGAZINES: 


ELECTRICAL CONSTRUCTION & MAINTENANCE ELECTRONICS 
QUALIFIED CONTRACTOR N. E. ELECTRICAL NEWS 
CONTRACTOR'S ELECTRICAL EQUIPMENT INSULATION 

ELECTRICAL WORLD ELECTRICAL EQUIPMENT 


CHICAGO ELECTRICAL NEWS FACTORY PLASTIC 
ELECTRICAL 


ELECTRIFIED INDUSTRY ELECTRICAL SOUTH TAPE 
ELECTRICAL WEST . 


*Plymouth’s formula for totai adhesion 


RECOGMIZED 
WHOLESALERS & 


“ma 1 PLYMOUTH RUBBER COMPANY, INC. 


DIVISION 10 CANTON, MASSACHUSETTS 





There’s a Safe and Dependable 
OTR sm eee || BUSS Fuse or Fusetron Fuse 
to fit the needs of every user 


BUSS One-Time Fuses 


7 
rt ‘ Save users time 
j 4 and money because 


/ 
AB 
J ay upon to operate as in- SH 
4] tended under all service of 
/4 conditions j 


they can be depended 


BUSS Clear Window Plug Fuses 


one-piece body and 

“safety’’ design guaran- 

tees protection. They are 

more convenient too be- 

cause a blown fuse can 

be seen even when the light is poor 


BUSS Hi-Cap Fuses 
for loads above 600 and 
upto 5,000 amps. When 
coordinated with Fuse- burnout. They 
tron fuses they will not 
open ahead of the fuse 


nearest fault 
mon. 


have a big ad- 
Vantage over 
other renewable 


prevent 
service caused by 
needless blows. 


FUSETRON Dual-Element Plug Fuses 


protect against short- 
circuits and overloads 
and safely reduce need- 


less blowing. 


0 to 14 Ampere BUSS Fustats 


protect motors and apparatus of 
voltages up to 125 amp. against 


writers’ approval for both motor- 


running and short-circuit protec- 


FUSETRON Dual-Element Fuses 


BUSS Super-Lag Renewable Fuses do more than protect 


against short-circuits 

they abolish needless 

blows - protect motors & 

Qe equipment against burnout 

because they pty permit use of proper size 

m switches and panels protect 

@ switches and panels against 

damage from poor. contact 
heating. 


interruptions 


/ 
/ 
é 


$A LELLEETETNBAES.: 


BUSS Fustats (have type S$ base) 

Like Fusetron fuses 
they stop needless blows 

but their type S base 
prevents anyone from re- 
placing them with penny 
or substitute, or using a 
size too large to protect. 


Ng eae 

P : 
BUSS and FUSETRON Small Dimension Fuses 
for protection of TV, Radio, Instruments, Ra- 
dar, Avionics and Electronic Equipment. A com 
plete line of fuses is available. Made in Dual 
Element (slow-blowing), Renewable and One 
the Under- Time Types in sizes from 1 $00 Amp. up 
plus a companion line of fuse clips, blocks and 


holders 
BUSSMANN MFG. CO. (Div. of McGraw Electric Co 


University at Jefferson St. Lovis 7, Mc 





BUSS OFFERS THE PROFIT LINE OF FUSES 


because 


BUSS OFFERS A COMPLETE LINE OF FUSES 


and 


FUSES ARE OF UNQUESTIONED HIGH QUALITY 


For more than 43 years BUSS has offered 
the trade a complete line of fuses and fuses of 
unquestioned high quality. 

That is why during this time more and more 
users of fuses have been turning to BUSS for 
all their fuse needs. 

And that is why Distributors and their Sales- 
men have found BUSS fuses an item that stayed 
sold. 


To further help Distributors and their Sales- 
men make profit, BUSS fuses have been backed 
up by eonsistent advertising and merchandising 
campaigns. 


Hence, a Complete line of fuses—Fuses of 
unquestioned high quality—Outstanding adver- 


tising and merchandising—have made it 


Just good business to sell fuses the BUSS way. 


Bussmann Mfg. Division 


ANOTHER 


McGraw Edison Company 


OUTSTANDING St. Louis 7, Mo. 


DEVELOPMENT 
BY THE MAKERS OF 


BUSS FUSES 
>) 


FOR INSTALLATION THROUGHOUT THE ENTIRE ELECTRICAL SYSTEM 
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